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Stromberg-Carlson' 
PRODUCT INNOVATION 


IN THE NEW 


Designed and engineered to provide your 
customers with tomorrow’s PBX features 
today. Makes attendant’s job easier, sim- 
pler. ‘““Touch-Lite” turret features the ex- 
clusive ‘““Touch-Lite” keys. 

Calls are completed, transferred or su- 
pervised by a single feather-touch of a key. 
Just one of more than a score of features! 

The two-tone turret in beige, green or 
grey is fully equipped, completely wired 
with cable attached. Capacity 50 lines, 10 
trunks. The equipment cabinet is com- 
pact, soundproofed, with self-contained 
power supply. 

- For technical details, prices, ordering 
information and selling aids... call your 
Stromberg-Carlson representative. 

In Atlanta, call: 875-7467; Chicago: 

STate 2-4235; Kansas City: HArrison 


1-6618; Rochester: HUbbard 2-2200; San 
Francisco: OXford 7-3630. 
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The K-500 — tested and requested by 
more independents than any other sub- 
scriber unit. The standard setter of the 
industry, in both design and per- 
formance. 


Call ITT Kellogg—your source for the 
famous K-500 instrument, in both table 
and wall models, in black, white and 
nine attractive colors. 


Another ITT Kellogg Exclusive! 


3 complete Sell-A-Phone 


promotions... 
help sell more home subscriber services! 


Choose the promotion, or promotions, 
that best suit your company. Get every- 
thing you need to promote extension 
phones, color and other revenue-build- 
ing “deluxe” home services. 


A Division of 
International Telephone & Telegraph Corporation 
6650 South Cicero Avenue, Chicago 38, Illinois 


Telephone Department 
Danville Road, Corinth, Mississippi 


Regienal Offices and Warehouses: 

CALIFORNIA: 23 Broderick Road, Burlingame, California, OXford 7-5780 
GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Ga., S¥camore 4-2441 
INDIANA: 802 Knitters Ave., Fort Wayne, Indiana, Eastbrook 4562 

IOWA: 1111 East River Drive, Davenport, lowa, 324-0441. 

KANSAS: 7th and Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418 
NEW YORK: 309 Wavel Street, East Syracuse, N.Y., HEmpstead 7-2511 
NEW YORK CITY: 22 Thames Street, New York 6, BOwling Green 9-3800 
TEXAS: 1359 Motor St., Dallas 7, Texas, Riverside 7-5191. 


ITT Kellogg products available in Canada 
through Standard Telephones & Cables Mfg. Co. Ltd. 
9600 St. Lawrence Boulevard, Montreal 12, P.Q., Canada 
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FRISKIE’'S FREEDOM JOURNEY. Friskie, a 4-by-5-inch box 
turtle, is the much-loved pet of seven-year-old David Everard of 
South Plainfield, N. J. He was “officially”? adopted in April, 1960, 
by the Everard family, when they found him in their yard, and 
Mrs. Everard wrote Friskie’s name and telephone number, in bright 
red nail polish, on his shell. 

A month later, Friskie wandered away from his wire fence 
stockade, and left David and his brothers, Dean, 5, and Christopher, 
2, very sad, indeed. 

Recently, on Friday, July 7—14 months later—Mrs. Everard 
answered the telephone, to learn that someone in Short Hills, N. J. 
(15.7 miles away) was holding Friskie for return to the Everards. 


The reunion of David and his brothers with Friskie, their well- 
traveled turtle, was joyous, because someone, at last, had stooped 
down and read the telephone number on Friskie’s back. 

If Friskie was frustrated on his return from his mile-a-month 
journey across the mountains of the Watchung reservation and 
some heavily traveled N. J. highways, no one could tell, and Friskie 
wasn’t talking. 
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JUST A LIVER LURE. In Joliet, Ill., we are told there is what 


amounts to a one-cat telephone-answering service. 


The cat, a two-year-old Angora named Frosty, belongs to a young 
lady whose father is hard of hearing, but who always knows when 
the telephone rings, because, when it does, Frosty leaps up and 
dashes across the room. 

Does Frosty do this because he wishes to be helpful? The 
answer is “No,” and it’s no mystery to animal trainers, either; for 
Frosty has been specially trained. 


“I would ring a bell,” Frosty’s owner explained, “and when 
he came, I would give him a piece of liver.” 
to learn. 


Frosty was quick 


So it is greed, and not thoughtfulness, which sends Frosty 
racing when the telephone rings.—Short Hauls, AT&T. 


FISH BIT, MEN HIT. The South Side Division Conservation 
Federation of Missouri reports in its publication that telephone 
calls to fish are more expensive than calls to humans. 

Two Mokane, Mo., commercial fishermen were apprehended by 
conservation agents behind trail dikes on the Missouri River. The 
fishermen were operating a telephone generator and taking a 
quantity of catfish. 

The two were fined $200 after they pleaded guilty to taking 
fish by an illegal method. 
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CUTS POWER COST 90%...SPACE BY 


NEW COLLINS TRANSISTORIZED CARRIER...UP TO 600 CHANNELS 


Now... the freedom of maintenance and reliability inherent in transistorized 
equipment, at a saving of up to 90% in power and 80% in rack space over tube 
equipment. This is Collins new MX-106 fully transistorized carrier. Either in 


microwave, wire or cable systems — or any combination of these 


— the new multiplex is compatible with Collins MX-103, Western 
Electric L-Type, CCITT, and other carriers. Its design permits WA t AND 
easy and economical expansion to meet changing require- 
ments. For details, write Collins Radio Company, Texas 


Division Sales, 1930 Hi-Line Dr., Dallas 7, Texas. = COLLINS ae CARRIER 
LULL! = 


COLLINS RADIO COMPANY ° DALLAS, TEXAS ° CEDAR RAPIDS, IOWA . BURBANK, CALIFORNIA 
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AE’s 1961 Supply Catalog is the place to find everything 
you need for inside plant installations...everything from interior 
cable to plugs and jacks. In fact, the AE catalog is 
the best reference you have for all telephone equipment or supplies. 
Consult yours today! And remember, at AE you get 
fast delivery from a large stock of famous brands. 





GENERAL CABLE 
WIRING CABLE 


Plastic insulation and jacket. 
From 6 to 101 pairs in 24 and 
22 AWG conductor sizes. In- 
dividual wires insulated with 
semi-rigid compound. Pairs 
are staggered to reduce cross- 
talk. Fully color coded. 


PLUGS AND JACKS 


For surface mounting. Can be 
supplied with flush plates for 
mounting in standard switch 
box. Plug has screw terminals 
for spade-type cord connec- 
tions. Brown or ivory plastic. 


GENERAL CABLE 


SWITCHBOARD CABLE 


Spiracode color coded. Colors 
extend through entire insula- 
tion—can’t wear off. Plastic 
insulation and sheath. De- 
signed for easy installation. 
Attractive gray sheath. 


ALPHADUCT 
INTERIOR WIRE 


Tough thermoplastic cover- 
ing over solid, annealed cop- 
per conductors. Colored rayon 
marker threads. In 2, 3, or 4- 
conductor assemblies. 


AE Warehouses 


Johnson City, N.Y. 
158 Corliss Avenue 
RA 9-4996 


Kansas City 8, Mo. 
2021 Main Street 
HArrison 1-7575 
Northlake, Illinois 
Fillmore 5-7111 


Portland 10, Oregon 


2360 N.W. Quimby St. 


CApital 3-7244 


Richmond 21, Virginia 
2915 Moore Street 
ELgin 8-9280 


RELIABLE INDOOR 


STATION PROTECTORS 


Simple, one-piece design 
makes mounting and installa- 
tion easy. Static discharges are 
drained instantly without 
leaving the line grounded. 


TYPE 75 
BUILDING TERMINALS 


Standard 4-inch deep box is 
designed for easy surface 
mounting. Terminal strips 
have screw-type binding posts 
for distributing wires, solder- 
ing terminals for cable wires. 


STAPLING GUNS 


AE has a variety of stapling 
guns for securing wires to 
walls, mouldings or desks. All 
are designed for good holding 
power in wood, plaster or 
board, using a wide range of 
staples suitable to any job. 


cCOomco 
REPLACEMENT CORDS 


AE carries a complete line of 
Comco cords to fit any pop- 
ular make of phone. Coiled-or 
straight cords in full range of 
colors. Special lengths and fin- 
ishes available. 
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LEIGH 
LARGEST SUPPLY 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 


TELEPHONY 





otters you the 
TOCKS in the industry 


NICOPRESS SLEEVES 


At Genoa, Illinois, LEICH carries ¥2 million 
Nicopress sleeves to serve customers. 
Each LEICH warehouse has a stock of Nicopress sleeves well related to the 
particular demand in its area. When you deal with LEICH, you can be sure 
of fast service from large stocks. 

Ever since anyone can remember, LEICH has been devoted to serving 


telephone people well. Why not give us a trial? Make your next order a 
LEICH order. 


NEW LEICH SUPPLY CATALOG 


Everything you need 
right on your own bookshelf! 


Order out supplies from these largest stocks in the 
industry and get LEICH’S famous fast, helpful 
service. If you don’t have a copy, we’ll be glad 

to send it on request. 


LEICH SALES CORPORATION + 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 


PACIFIC COAST: 11401 W. PICO BLVD... LOS ANGELES 64, CAL EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHWEST: 1227 SLOCUM STREET, DALLAS 7. TEXAS SOUTHEAST: 5126 SOUTH LOIS ST.. TAMPA 11, FLORIDA * 2915 W. MOORE ST., RICHMOND. Va. 


manufacturers of telephones, switchboards and related apparatus since 1907 
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SILENCE ECHO WITH QUALPETH Keep echo, or “hollow barrel effect,” out of your 
cable circuits. Let QUALPETH carry the conversation undistorted! It’s because 
QUALPETH’s unique manufacturing process leaves it dramatically free from 
electrical mismatches that can cause reflections. (_) QUALPETH is available for 
aerial, duct or direct earth burial service...in up to 900 guaranteed pairs...and 
in guaranteed lengths, a QUALPETH exclusive. Identification is fast and easy with 
QUALPETH’s brightly-colored polyethylene insulation and unit binder tapes. (1 For 
any outside plant use —get QUALPETH, today’s standard of quality. For details, 
see your distributor, or write General Gable Corp., 
730 Third Avenue, New York 17, N.Y. () Distributed 
by: Automatic Electric Sales Corp., Northlake, IIl.; 
Leich Sales CGorp., 427 W. Randolph St., Chicago 6, III. 
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Mr. William Singleton (right) shown with J.B. Doty ofthe Skagit Valley Telephone Company 


“My Electronic Secretary set has become an 
integral part of my TV sales and repair business” 


Wituiam M. SINGLETON, Singleton’s TV, Mount Vernon, Washington 


Radio and TV shops have one thing in common with other 
types of business . .. COMPETITION. Only in extremely 
rare cases does the TV repair man find himself in a town 
without a qualified competitor . . . and even then, a “handy- 
man” with an ohmmeter in his basement, steps in to take 
some of the business, because the TV Service man couldn’t 
be reached. 

Back in June of 1955, Mr. Singleton decided that in 
order to get more than his share of the sales and service 
business in Mt. Vernon, Washington, he must offer better 
service than his competitors. Due to the fact that, in this 


business, incoming phone calls received after-hours is the 
rule, rather than the exception, an ELECTRONIC SEC- 
RETARY phone answering set was the answer. 

In the past six years the Singleton TV Shop has added 
many new customers and kept the old ones happy while 
the overhead remains at a minimum. 

Customer is the past tense of Prospect. Don’t let YOUR 
PROSPECTS become your COMPETITOR’S CUSTOM- 
ERS. Give them ‘round-the-clock telephone service with an 
ELECTRONIC SECRETARY automatic phone answering 
set. 


Ask your Telephone Company about the low rental cost. 
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ELECTRONIC SECRETARY” 


The LP (long play) Model is illustrated. For information on the 
complete new line of ELECTRONIC SECRETARY automatic an- 
swering sets, write to your distributor listed below. 


Service Businesses are Natural Prospects 


Most service businesses, TV Repair, Appliance Re- 
pair, Plumbers, etc., are small—usually consisting of 
one or two men. When they are out on a call the 
shop is closed . . . the telephone is unattended. 

An ELECTRONIC SECRETARY automatic phone 
answering set is a necessity for this type of shop. 
A simple announcement message taped in the owner’s 
voice might change a would-be disgruntled prospect 
into a satisfied customer. 


A PROVEN REVENUE BUILDER 
The Skagit Valley Telephone Company is one of 
many which has profited from the leasing of telephone 
answering sets. In a letter from Mr. G. J. Stover, presi- 
dent, he writes, “We have a number of your Elec- 
tronic Secretaries in service providing us with a good 
source of revenue. They are also providing a much 


needed service to the public.” 


A proof of the opposite page is being mailed to you. Use it as a sales tool. 
Point out, to service men in your area, the enthusiasm shown by Mr. Singleton 
after six years of Electronic Secretary operation. 


Electronic Secretary Industries, Inc., Subsidiary of GENERAL TELEPHONE & ELECTRONICS 
distributed hy 

AUTOMATIC ELECTRIC 

SALES CORPORATION 


400 North Wolf Road 


LEICH SALES 
CORPORATION 


Northlake, Illinois 427 West Randoph St. 


Chicago 6, Illinois 
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IT CAN LE DONLEY’ 


ATTENTION 


0 
INTRODUCE 
YOURSELF ! 


SELL THE 
INTERVIEW! 


BERRY’S EXPERTLY TRAINED SALESFORCE CAN IMPROVE 
YOUR PROFITS AND PUBLIC RELATIONS 


Depicted here is a portion of the “Sales Pattern,” a fundamental concept in L. M. Berry 
and Company’s comprehensive sales training program. Constant training, in the hands of expe- 
rienced instructors, forms the basis for the sound sales and service principles followed throughout 
the Berry salesman’s career. Each Berry representative is thoroughly schooled, not only in sales, 
but in public relations as well; and constant retraining in the field keeps him alert to the latest, 
most effective techniques of both these important aspects of the job. 

Berry’s extensive sales training program represents the culmination of directory knowl- 
edge and skills developed over more than half a century of service to the telephone industry. 


It CAN be put to work for the solution to your directory problems. Investigate today! 


L. M. BERRY ano COMPANY | ri 


Telephone Directory Advertising Exclusively 


HULMAN BUILDING + DAYTON 2, OHIO + PHONE 224-7421 
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Change in Our Washington Guard 


T IS WITH mixed emotions that we announce a change in our 
coverage of Washington and national activities as they affect the 
telephone industry. 


After 25 years as our Washington correspondent and editor, Francis 
X. Welch has found it necessary to relinquish his association with 
TELEPHONY because of assignment of additional responsibilities for his 
publications, Public Utilities Fortnightly and Public Utilities Reports. 


Beginning with the next issue, our new Washington editor, 
Lawrence (Larry) J. Hogan, will take over our weekly Washington 
report, “In the Nation’s Capital.” Mr. Hogan has been collaborating 
with Mr. Welch in covering Washington during the past several weeks 
and he authored two articles on public relations which appeared in 
TELEPHONY in July. 


Mr. Welch and Mr. Hogan are devoting this week’s “In the Nation’s 
Capital” (pages 18 and 19) to their personal comments as to their 
past and future associations with TELEPHONY. 


We want to express our deep regret that Francis Welch must give 
up his affiliation with us. Over the past quarter of a century, he has 
been faithful to TELEPHONY and to the industry, and during that time 
there has developed a close personal friendship between Francis and 
our staff, which, we know, shall continue through the years to come. 
We take this opportunity to express to Francis our sincere apprecia- 
tion for his devoted and steadfast service to TELEPHONY. 


At the same time, we welcome Larry Hogan as our new Washington 
editor, a post for which he is well qualified. We feel we are fortunate 
in securing the services of a man who has a broad knowledge and 
experience in law, business and Washington affairs, and above all, a 
profound belief in the private enterprise system. 


With the increasing concentration of power and authority in the 
federal government (to which, of course, we are and have been 
strongly opposed), competent Washington coverage is of vital im- 
portance to the telephone industry. We take pride in having been 
able to give that kind of coverage with Francis Welch the past 25 
years, and in continuing it in the future with Larry Hogan. 





FRANCIS X. WELCH 


T IS WITH much reluctance and personal nostalgia that 

I find myself writing this, the last of my regular con- 

tributions to TELEPHONY’s Washington department, “In 
the Nation’s Capital.’”’” As my dear friend of many years, 
Pete Reno, TELEPHONY’s editor, has explained elsewhere in 
this issue, only the force of circumstances beyond the con- 
trol of either of us compelled the decision to change, at 
long last, an editorial association of so many happy memo- 
ries. 

It was in January, 1936, that the first by-line “Francis 
X. Welch” appeared at the head of this department. Your 
correspondent, then a legal editor of Public Utilities Re- 
ports, Inc., and an associate editor of Public Utilities Fort- 
nightly, had been approached by the late H. D. Fargo, to 
do a series of articles on the Washington developments as 
they affected the telephone industry. It was a period of 
considerable stress and presented quite a challenge to a 
newcomer. The Federal Communications Commission, then 
only two years old, was flexing its muscles. Commissioner 
Paul A. Walker, later chairman, was conducting a 1% mil- 
lion dollar special investigation of the Bell System which 
was to result two years later in the controversial “Walker 
Report.” 

The United States Independent Telephone Association 
was still based in Chicago in 1936, with only a Washing- 
ton counsel to look after its business with Congress and 
the federal departments. The first New Deal was still in 
its first flush of business and social reforms under the 
late President Franklin Roosevelt. The great depression 
was still very much in evidence and some telephone com- 
panies, both Bell and Independent, were still reporting 
patronage losses. 

The telephone business was not entirely new to me as 
I took over this assignment for TELEPHONY; but it quickly 
brought me into closer contact with many fine telephone 
men and women who were to become close friends through 
the succeeding years. From the very beginning, the editor 
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of TELEPHONY, the late Stanley Edwards, gave the new 
Washington reporter plenty of rope to hang himself. A 
wise and kindly man, Mr. Edwards encouraged me to “Call 
them as you see them.” Since that time through more than 
twenty-five years I can truthfully say that neither Mr. 
Edwards nor his successor, Pete Reno, has ever edited a 
single word of this writer’s copy for policy reasons. Not 
that it didn’t need it; but that was the way they wanted it. 
Once in a while a figure had to be verified or Welch’s 
notoriously outrageous handwriting had to be translated; 
but on the whole the Chicago office of TELEPHONY and all 
of its staff have been more than kind and tolerant. No 
writer ever had more latitude and editorial support. 

Your correspondent had to learn early to play this Wash- 
ington bit by ear. He decided to interpret freely and try 
to develop the “story behind the story” rather than report 
solely on spot news developments. The obvious reason for 
this was that TELEPHONY is a weekly magazine, with several 
days lead time on processing copy. It would be futile to 
attempt to compete with the daily newspapers, so this 
writer never actually tried. Whether this format continues 
to be valid or useful in the future, my successor must 
decide for himself. It will be a sound choice, whatever it is. 


It would be a trite understatement to say that many im- 
portant things have happened, both to the world and to 
the telephone industry, during this quarter century of 
Washington reporting. The periodic upheavals at the FCC, 
World War II and all of its problems of government con- 
trols on industry, manpower, and prices, and more of the 
same during the Korean episode. All these things came 
and went. And now it is Welch’s time to exit from his old 
weekly position on “page 17.” The atom bomb, excise taxes, 
the rash of postwar rate cases, and now space satellites 
loom on the horizon of the communications fields. These 
problems are still very much with us and I leave them 


(Continued on page 20) 
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CAPITAL 


By LAWRENCE J. HOGAN 


QO*: OF MY five-year-old son’s favorite games is 


clomping around the house in his father’s shoes. I 

have the same sense of inadequacy in attempting to 
fill the shoes of Francis X. Welch by assuming the Wash- 
ington Editorship of TELEPHONY. 


Long before I had the pleasure of meeting Mr. Welch, I 
had heard numerous respectful allusions to him, his career 
and his work. He is highly respected in journalism, legal 
and utility circles and this respect has grown out of many 
years of thoughtful interpretation of Washington’s com- 
plexities. His wisdom, seasoned with wit, enables him to 
cut through tomes of verbosity, probe incisively to the heart 
of the matter, then lucidly report the situation for his 
readers. 

During the months I have been assisting him in the 
preparation of “In the Nation’s Capital,” I have learned 
to admire his depth of understanding, his sparkling humor 
and the crispness of his writing. 

He’s a hard man to follow. 


The only thing which consoles me in my brash decision 
to assume the role he has filled so well, is the similarity of 
our backgrounds. We attended the same high school, the 
same college and the same law school, and we are both 
writer-lawyer-teachers, rather rare hybrids in this age of 
specialization. 

It is typical of this man that he offered to be of all 
possible assistance to me after I begin paddling alone 
through the Washington whirlpools. You may be sure of 
one thing, I’ll be leaning heavily on him in the months 
ahead. 

It is a great privilege to be associated with the telephone 
industry, and I hope that I will be able to render some 
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service to the administrators of this important segment of 
our national life by functioning as an extra pair of eyes 
and ears in Washington. 


As a public relations practitioner, I have long respected 
the telephone industry for its progressive approach to my 
chosen field. I recognize in this assignment an opportunity 
to be of service to an industry which I admire. 


I have been poring over volumes of material furnished 
to me by Mr. Welch and Pete Reno, editor of TELEPHONY, 
trying to acquire a broader knowledge of the telephone in- 
dustry, its problems, interests and range of activities. It’s 
interesting and profitable reading. 

To set the regular readers of Mr. Welch’s column some- 
what at ease, let me say that I plan to follow his guide- 
lines meticulously and will attempt to emulate the fine work 
which he has done for you over the years. 


As I have made the rounds of my new beat, I have dis- 
covered that TELEPHONY is held in very high esteem by key 
people in Washington. This pre-sold atmosphere of re- 
ceptivity will be of considerable help in gathering the in- 
formation for “In the Nation’s Capital.” It has made me 
even more grateful for my new affiliation with this im- 
portant journal. 


As I assume this sobering responsibility, I would like to 
enlist the assistance of TELEPHONY readers. I will be sin- 
cerely grateful for your suggestions, observations and criti- 
cisms of my work so that I can serve you more competently. 


It is an honor and a privilege to be associated with 
TELEPHONY and the telephone industry. I am looking for- 
ward with pleasure to the opportunities and challenges 
which lie ahead, and, I assure you, I will strive to merit 
the confidence which has been placed in me. 
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to my successor. In one way, I don’t 
really envy his task of handling these 
many puzzling responsibilities which 
grow more complicated every day. 

Yet, it has been a good 25 years in 
many ways. The telephone industry has 
prospered and expanded to an extent 
undreamed of back in 1936. The USITA 
is now secure in its Washington head- 
quarters (in the same office building, in 
fact, as this writer), watching dili- 
gently over the affairs of the Inde- 
pendents. The Bell System has its own 
growing “business embassy” or Wash- 
ington office reporting to the New York 
headquarters of the American Tele- 
phone & Telegraph Co. The General 
Telephone System has its own busy 
Washington office. Things have cer- 
tainly changed a great deal in this re- 
spect since 1936, when both USITA 
and AT&T had only one man each 
(both lawyers) looking out for their 
Washington interests. 

When the time came, over a year ago, 
that this writer found he could no 
longer fill all of his growing commit- 
ments and do them justice, it was char- 
acteristic of Pete Reno and Hi Fargo 
that they asked my assistance in select- 
ing my own replacement. I was only 
too happy to do so because I felt (and 
still feel) a deep sense of personal re- 
sponsibility to all TELEPHONY readers, 
who have always been so friendly and 
trusting towards my reporting through 
the years. I felt I would be remiss if I 
did not do my part in trying to get the 
very best available man to take over. 


I am confident that Pete Reno has 
made a good decision. Pete and I can- 
vassed the Washington scene and 
checked a number of promising leads. 
We finally came upon a man whose 
writing ability, legal training, editorial 
experience, personal wit, charm, and 
integrity should make him a “natural” 
as TELEPHONY’s new Washington edi- 
tor. That man is Lawrence J. Hogan, 
whose biographical background is else- 
where set forth in this issue. I will not 
duplicate what is said there, except to 
say that I just have a feeling that the 
readers of this department are going to 
be very happy with Larry Hogan. 

I have known Larry Hogan, per- 
sonally, for several years. His work 
first came to my attention in connection 
with his fine writing for two business 
publications in the building trades. He 
combines a good professional style with 
a broad scope of interest for such a 
young man. A solid citizen, good family 
man, and firm believer in the private 
enterprise system, Larry Hogan has de- 
veloped his own ideas about public rela- 
tions—a course which he teaches at 
the University of Maryland. Larry’s 
coverage of Washington will, I know, be 
thoughtful, clear, accurate, and enter- 
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Meet Our New Washington Editor 


Lawrence J. Hogan, TELEPHONY’s new Washington editor, was born 
Sept. 30, 1928, in Boston, Mass. He is married and has two children. 
Since February, 1959, he has been operating the Larry Hogan Associates, 
public relations firm, in Washington, D. C. 

Mr. Hogan’s background includes experience in newspaper work, in- 
vestigative activity, research, radio and television, free lance writing, 
teaching and magazine editing, as well as public relations. 


Mr. Hogan received Bachelor of Arts (1949) and Bachelor of Laws 
(1954) degrees from Georgetown University, and has taken graduate 
studies in public relations, radio and television and creative writing at 
American University and San Francisco State College. He is an attorney 
and has been admitted to practice before the U. S. District Court for the 
District of Columbia and the U. S. Court of Appeals for the District of 
Columbia Circuit. 

During 1945 and 1946, he produced and directed radio sports pro- 
grams for a Washington radio station and has done free lance reporting 
for various radio and television stations and newspapers. While attending 
college, he served as Assistant Director of Publicity at Georgetown Uni- 
versity and contributed to various college publications. In 1948, he was 
affiliated with a Washington public relations firm. Over the years he 
has written for various newspapers. 


He served with the Federal Bureau of Investigation from 1948 to 1958. 
During these years, he performed general investigative duties, edited vari- 
ous FBI publications and performed other editorial work. He was as- 
signed to Charlotte, N. C., San Francisco and Richmond, Cal., as well as at 
FBI headquarters in Washington. During the course of his government 
career, he was commended by J. Edgar Hoover several times and received 
a citation from the Attorney General of the U. S. for “an effective con- 
tribution toward improvement in the operations of the department.” 


After leaving the FBI, Mr. Hogan served for 18 months with the Cham- 
ber of Commerce of the U. S. The duties of this position mcluded main- 
taining liaison with trade associations; representing the businessman’s 
viewpoint before Congress, governmental agencies and the public; writing 
brief monthly articles for Nation’s Business magazine; editing a construc- 
tion industry newsletter; handling publicity and press liaison in connec- 
tion with national conferences; writing and editing booklets, pamphlets, 
speeches, etc. 

At the present time, in addition to the operation of Larry Hogan As- 
sociates, Mr. Hogan serves on the faculty of the University of Maryland, 
teaching “Public Relations” and “Law of the Press,”’ and lectures at the 
Institutes for Organization Management at Michigan State University and 
Syracuse University. He also serves as editor of The Plumbing and Heat- 
ing Monthly, a trade journal. 

Mr. Hogan is active in the affairs of the Public Relations Society of 
America, D. C. Bar Association, Society of Former Special Agents of the 
FBI, Washington Board of Trade, Georgetown University Alumni Asso- 
ciation, Gonzaga Alumni Association, the Washington Trade Association 
Executives, the Society of American Travel Writers and other civic and 
professional organizations. 


taining. TELEPHONY readers can look 
for a workmanlike job, as well as 
reliable reporting from this fine young 
writer. It is with no misgivings that I 
turn over my own beloved column head- 
ing “In the Nation’s Capital” to his 
competent hands, 


I do not expect to disappear entirely 
from TELEPHONY. An occasional speech 
or special item signed by me will, I 
hope, appear now and then. But the 
time has come to change the guard as 
far as regular Washington reporting 


for TELEPHONY is concerned. To my 
many friends and readers, who have 
always been so very kind and under- 
standing, I can only express my deep 
gratitude. 

Likewise to the publishers and staff 
of TELEPHONY, to my co-editors and col- 
leagues, such as Ray Blain, Mayme 
Workman, Dan Fargo, and all the oth- 
ers whose thoughtfulness and coopera- 
tion through the years have made this 
department more fun than work. One 


(Continued on page 54) 
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Annual Review 


New Developments in Telephony 


HIS IS THE fourth article in a 

series describing various new items 

of equipment and their application 
in telephony. The first article appeared 
in the July 15 issue; the second in the 
July 22 issue, and the third in the 
July 29 issue. 

Readers desiring additional informa- 
tion on any of the products described 
should write the manufacturers or 
TELEPHONY. 

o* * * * * 

Insulation Resistance Tester. (Fig. 
31). A portable hand-crank de insula- 
tion resistance tester, recently placed 
on the market by the Multi-Amp Elec- 
tronic Corp., should prove extremely 
useful in telephone systems. 

Known as the Multi-Amp Type M 
miniature tester, it is suitable for read- 
ing insulation resistance of electrical 
machinery, control, communication 
equipment, cable, wiring and electrical 
parts. Testing is accomplished by 


Fig. 31. Insulation resistance tester. 
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By RAY BLAIN, Technical sail Director 


direct current which is internally con- 
verted from alternating current sup- 
plied by the manually operated gen- 
erator. 

These testers are available for four 
rated voltages and five ranges of re- 
sistance as follows: 1000V/2000 meg- 
ohms; 500V/1000 megohms; 500V/100 
megohms; 250V/50 megohms; and 
100V/20 megohms. Accuracy is within 
+5 per cent of the rated resistance 
values. Response of 0.5 seconds permits 
instant reading of insulation resistance. 

Each tester weighs 5 pounds and can 
be carried with its fold-back handle or 
a hand-carrying type leather case. 


Transistor Exploring Coil Amplifier. 
(Fig. 32). The Stewart Bros. Model TE 
transistor exploring coil amplifier is the 
latest development in cable testing 
equipment. This unit is one-fourth the 
size of previous models, has more sig- 
nal gain, and uses only four size Z 
penlight cells. The case is constructed 
of bakelite. The coil and receiver con- 
nections are made to two telephone 
jacks, one of which turns off the bat- 
tery when the plug is removed. The 
output is adjustable by use of the knob 
located between the two jacks. 

Most standard tone type cable testers 
are designed so that the signal strength 
adjacent to the sheath of a cable is 
approximately .003 volts. This signal is 
difficult to hear especially on windy 
days, in noisy locations, or when the 
fault is of low resistance. Increasing 
the signal strength causes carryover 
beyond the actual trouble and indirectly 
“noises” up adjacent lines. 


This can all be prevented by ampli- 


Fig. 32. Transistorized exploring coil 
amplifier. 


fying the pick-up coil signal to a point 
where it is many times as powerful as 
the actual emanation from the cable 
itself. 

To operate this device, it is only 
necessary to attach the receiver plug 
to one jack on the amplifier and the 
exploring coil to the other jack. Any 
type of receiver will give perfect re- 
sults if it has an impedance between 
40 and 100 ohms at reference level. 

The amplifier case is 2 inches x 3 
inches x 4 inches and weighs only 10 
ounces, equipped with batteries. 


The Loaded Cable Test Set. (Fig. 
33). This test set, by Communications 


21 





Equipment & Engineering Co., is de- 
signed for making accurate transmis- 
sion loss measurements of H88 loaded 
cable pairs to determine if irregulari- 
ties are present. This test method is 
based on the fact that the transmission 
loss variations of a loaded cable pair 
containing impedance irregularities will 
be greater than for a normally loaded 
pair. This loss will be particularly no- 
ticeable at frequencies near the cut-off 
of the loading system. 

Irregularities due to load coil spac- 
ings, bridged tap, or mixed gauge cable 
can cause as much as 2 db greater 
measured deviation than may have been 


Fig. 33. Loaded cable test set. 


computed for the circuit. These errors 
may be easily detected and located by 
the use of this test set. 


Universal Center Mount Turret Der- 
rick. (Fig. 34). A new universal cen- 
ter mount turret derrick unit, with full 
360-degree rotation and optional equip- 
ment, including hydraulic digger and 
Fiberglas one-man basket, is now in 
production by Truck Equipment Co. 

The Model 8-TTD-30-U_ uni- 
versal derrick mounts behind the cab 
in only 16 inches of space. All controls 
are unitized into the base, giving the 
operator full visibility and fast re- 
sponse of controls from one location. 


Truco 


Fig. 35. Hydraulic 
diggers. 


Box type heavy-duty steel booms tele- 
scope in two sections to give a 21% 
foot extended working radius through 
a 360-degree arc range. Capacity is 
rated safely at 8,000 pounds. Stability 
is achieved through hydraulic outrig- 
gers and jacks. 


The operator may stow and unstow 
the auger automatically and use the 


digger with either boom section. This 
makes possible maximum radius for 
digging holes, yet enables the operator 
to stow the digger with the main boom 
section while lifting and setting large 
utility poles with no danger to derrick, 
pole, digger or personnel. The derrick 
has 30-foot sheave height. 

Optional equipment includes a four- 
speed digger, 8,000-pound capacity 
winch, Fiberglas one-man aerial basket 
or 500-pound capacity two-man basket. 


The derrick is also available for 
mounting at either rear corner of 
standard line vehicles. 


Fig. 34. Center- 
mount turret der- 
rick, 


High Speed Hydraulic Digger. (Fig. 
35). There is now available a new 4- 
speed Truco heavy-duty hydraulic dig- 
ger attachment which will deliver 25 
per cent more horse power at the auger 
than heretofore possible. 

By using the high speed or spin-off 
gear, the operator may dig holes under 
most normal conditions in one-third to 
one-half the normal digging time of 
previous hydraulic diggers. Two inter- 
mediate gears permit selection of proper 
speed for most commonly found digging 
conditions. A fourth, or super low gear 
position, is supplied for digging in 
shale, caliche and hardpan. 

Features listed by Truck Equipment 
Co. include: 


(1) Extra heavy-duty 
for long rugged use. 

(2) Improved design and construc- 
tion of more powerful and efficient 
pumps, motors, valves and hydraulic 
system. 

(3) Ability to dig anchor holes at 
any angle and in any direction when 
used in combination with the Truco 
universal turret derrick from either 
left rear, right rear or behind cab 
mounting positions. 

(4) Auger sizes are rated up to 30 
inches in diameter. 

(5) Speeds are selected from a sin- 
gle lever control. 


components 


New Truck Body and Derrick. (Fig. 
36). The 5102-S truck body, manu- 
factured by Holan Corp., is a two-man 
work unit with functionally-designed 
compartments and so much room that 
a two-day supply of equipment can be 
carried without overloading. 

The Model 25-C Derrick can handle 
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Fig. 36. Truck body and derrick. 


8,500-pound loads and 50-foot poles. The 
work unit is mounted on a chassis with 
72-inch CA and dual rear tires and 


has such a short body overhang that 
derrick load limits are appreciably in- 
creased before jacks are required. 


New Aerial Boom. (Fig. 37). A new 
aerial device, manufactured by Holan 
Corp. takes a workman 40 feet into the 
air. Known as the Series 8000 Squirt 
Boom, this device can be operated by 
one man from controls located in the 
bucket. 

The Squirt Boom incorporates sev- 
eral design features. It can be mounted 
on a 60-inch CA, 14,000# GVW chas- 
sis. Holan-designed torsion bars — at- 
tached to the base of the body—and 


a ns 
Fig. 37. Aerial boom. 
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the offset superstructure design, add 
stability in all operating positions and 
make outriggers unnecessary. 

The Fiberglas bucket, yoke and boom 
can withstand a _ 73,000-volt (AC) 
bucket-to-ground test. The Fiberglas 
boom, by means of a double-acting hy- 
draulice cylinder, extends 10 feet, 7 inches 
from the end of the main boom and 
can be stopped for work at any point 
in its travel. 

Master-slave type hydraulic controls 
are located on the inboard edge of the 
bucket and on the superstructure. The 
unit can also be operated from inside 
the cab with the _ solenoid-controlled 
over-ride, 

The boom rotates 360 degrees in 
either direction and the vertical oper- 
ating range is 102 degrees. The bucket 
remains level at all times by means of a 
leveling cylinder which works as a 
“slave” to a cylinder located in the su- 
perstructure. The leveling cylinder, lo- 
cated in the bucket yoke, is also used 
to move the bucket into stored position 
for travel. 

® 


Corner Derrick. (Fig. 38). This Ho- 
lan unit—Model 7500 corner-mounted 
derrick—lifts, digs, winches, and will 
send a man aloft in a Fiberglas boom 
bucket—a unit that incorporates a vari- 
ety of mechanical equipment. 

The hydraulic winch (10,000 pounds 
of lift) is mounted to a reinforced sec- 
tion of the chassis. A special section of 
steel plate and channeling is welded to 
form support for the hydraulic jack 
and right-side outrigger jack, all of 
which reduce stresses when the power- 
ful derrick, digger and winch line go 
into action. 

The 7500 derrick, which can be 
mounted on either the right or left side, 
is designed for “hard-to-get-at” locations 
such as narrow streets and congested 
areas. Parked at curbside, the unit 
does not block traffic and it can 
reach over 16 feet, 10 inches right-side 
mounted, 12 feet, 3 inches left-side 
mounted, for digging and pole setting. 
It has a horizontal sweep of 195 degrees 
when mounted on the right side, 125 
degrees when mounted on the left side. 

One of the features of the derrick is 
a semi-automatic device which locks the 
earth borer to the extendible boom for 
digging and automatically locks the 
borer to the end of the boom when re- 
tracted. (Patents applied for.) The 
exclusive oil carrier tubes for the earth 
borer move with the extendible boom, 
thus, eliminating easily-damaged loose 
hose. 

Because the derrick lowers all the 
way to the ground, it can dig an 8-foot 
hole without using an auger extension. 


This unit also sets 70-foot poles, 


Fig. 38. Corner derrick. 


“live booms” 8,500 pounds, body loads 
over the rear axle. It elevates to 27 
feet, six inches with boom extended. 
Available as optional are two exten- 
sions: A 21%2-foot which provides maxi- 
mum height of 30 feet and a 5-foot 
which provides a sheave height of 32 
feet, six inches. 

Also offered as optional equipment is 
a Fiberglas boom extension, with or 
without bucket. 

* 


Center-Mounted Derrick. (Fig. 39). 

The Holan Corp. also reports it is 
manufacturing the first center-mounted 
derrick that can be operated from a ro- 
tating crow’s nest. 

This hydraulic derrick can be mounted 
on the chassis at any point behind the 

(Continued on page 51) 


Fig. 39. Center-mounted derrick. 
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Marketing Makes Money 


By R. PARKER SULLIV AN* 


PART II. Part I appeared in the 
July 29 issue. 


HERE ARE a number of ap- 
proaches that can be taken toward 
developing the marketing attitude 
within a company. While I’m familiar 
with some of them, I am not qualified 
to evaluate them and, as a result, I 
would like to review the experience we 
have had in the General Telephone 
System, with the thought that our 
experience may contain some informa- 
tion or ideas that may be of assistance 
to other companies in developing the 
kind of marketing program you feel 
your company needs. Here, I’d like to 
emphasize the importance of designing 
a program to fit a company’s specific 
needs. I doubt very seriously if one com- 
pany’s marketing program would meet 
the requirements of another company. 
Initially, we established our basic 
objective for the marketing activity. 
This objective was to add to our com- 
pany’s profits through an increase in 
the sale of products and services, and 
to realize a contribution to profit from 
efficiencies and improvements in our 
total performance by having all activi- 
ties directed toward complete customer 
satisfaction. 


Top Executive Seminars 


We conducted a series of seminars 
for our system’s top executives for 
the purpose of assisting them to under- 
stand how marketing had benefited 
other companies and thus placing them 
in a position to visualize the profit con- 
tribution that the marketing attitude 
could make to their operations. 


Following these seminars, and using 
a considerable amount of the material 
that our own people had developed 
during these sessions, we formulated 
a long-range plan to bring about effec- 


*Mr. Sullivan is Vice President-Marketing and 
Sales of General Telephone & Electronics Corp., 
New York City. 
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tive marketing in all of our operating 
companies. This plan consisted of four 
specific phases: Marketing research, 
sales, product development and educa- 
tion. Each phase was clearly identified 
as to the contribution that it would 
make to the attainment of our basic 
objective. 


Marketing research has as its objec- 
tive the reduction of our marketing 
costs, improvement in our customers’ 
service, an increase in our sales pro- 
ductivity, and maximizing our profits. 
The function of marketing research as 
we interpret it is to collect, summarize, 
analyze and interpret the existing facts 
concerning our products, our services, 
and our activities and to make specific 
recommendations for proposed action 
that will result in improved perform- 
ance, to follow the results realized from 
the application of our recommendations, 
and to allow these experiences to serve 
as a basis for future recommendations. 


Acquainting Customers 

The sales phase has as its objective 
a planned, professional coverage of our 
complete market, both residential and 
business, for the purpose of acquainting 
our customers with the products, serv- 
ices and capabilities that we have to 
meet all of their communication require- 
ments; to establish a relationship be- 
tween our customers and our com- 
panies that will result in their looking 


GROWTH IN MARKETING AND SALES 


THROUGH 
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Exchanges 
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TYPICAL ITEMS SOLD* 


Bus. Lines 
Tot, Tot. Bus. or 
Tels. Customers Main Stations 

461 31 12 
590 55 2 
1,060 60 4 
1,210 60 8 
1,547 95 18 
1,603 176 27 
2,516 226 18 
2,584 172 38 
3,182 218 45 
4,300 400 30 
4,906 359 92 
9,895 694 201 
13,203 1,156 114 


Bus. Exts. Pushbutton New PBX 
or Key Systems or PABX 
PBX Stations (Type 10A1) Systems 


76 1 
5 None 
8 None 
13 None 
10 None 

45 1 

60 1 
38 None 
57 
96 
155 
231 14 
254 24 


None 


mA WS CU Re ee 


*These items do not represent all of the products or services sold in these exchanges. Many other items are also 
being sold such as additional listings, automatic answering devices, message repeating services, etc. 


Table 1. 


upon us as the most competent source 
to fill any of their communication 
requirements; and to increase our rev- 
enues and profits through the direct 
sale of our products and services. 


The product development phase has 
as its objective the selection of new 
products by a thorough screening and 
processing of all product ideas to intel- 
ligently determine those that offer the 
greatest possibility of providing our 
customers with the services that will 
meet their wants and needs; the 
coordination of design work, market 
testing and manufacturing to assure 
that the final design of new products 
meets the requirements or desires 
expressed by our customers; to coordi- 
nate for an orderly introduction of 
these new products in a planned, care- 
fully-timed and closely-coordinated pro- 
gram that will assure maximum sales 
at minimum expense. 


The objective of the educational 
phase is to achieve an understanding 
on the part of all of the employes of 
our telephone companies of what mar- 
keting means, how it has helped other 
companies, how it can be applied to 
our business and, finally, how the indi- 
vidual employe can use this marketing 
attitude to benefit himself, his custom- 
ers and his company, and to have the 
marketing principles become an integral 
part of every new employe’s 
indoctrination and training. 


basic 


You might visualize the parts of our 
long-range plan as the supporting walls 
of a tunnel through which we can 
realize our growth potential, as illus- 
trated in Fig. 1. 


Start with Sales 


We then determined that the most 
logical sequence for the development of 
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these four phases would be to start 
with sales, this to be followed by mar- 
keting research, then product develop- 
ment and, lastly, the educational pro- 
gram. Each of our operating companies 
appointed a Marketing and Sales Man- 
ager who would report directly to the 
president of the company and who 
was charged with the responsibility of 
carrying out the full marketing pro- 
gram and the attainment of the mar- 
keting objective. 

Our determination to concentrate 
initially on the sales phase of the plan 
was motivated primarily by the simple 
fact that the greatest profit potential 
could be realized at an early date from 
this function, and, also, we were aware 
that there existed a real need among 
our customers, particularly business 
customers, for consultation, analysis, 
and recommendations concerning their 
individual communications requirements. 


Start Canvass 


Following a very careful study and 
analysis, it was determined that we 
should create a full-time, professionally 
trained sales organization to canvass 
the business customer market, on a 
regularly planned and directed basis, 
in all of our companies. To begin such 
an operation our marketing and sales 
managers were given extensive train- 
ing in the art of selling, in the tech- 
nique of training other people to sell, 
and in the area of efficient sales man- 
agement. In addition to this they were 
provided with effective product train- 
ing. Each manager was then given the 
responsibility of building and training 
his sales organization to fit the par- 
ticular customer market that his com- 
pany served. 


On Sept. 1, 1959, approximately 214 


Partial list of items sold to business customers in the 13 General exchanges listed in this article. 


well-trained, well-qualified and fully- 
equipped salesmen began to canvass all 
of our business customers. The ap- 
proach that these salesmen make to the 
customer is that we are desirous of 
surveying his business communications, 
working with him to analyze his situ- 
ation with respect to his communica- 
tions, and to present a proposal for a 
complete, modern communications sys- 
tem specifically tailored to meet his 
individual requirements. 


Special emphasis is placed on the 
importance of selling the customer on 
the benefits he will receive from the 
complete communication system, as 
opposed to attempting to sell “pieces 
of equipment.” One of the underlying 
objectives of this sales effort is to 
contact every business customer at 
least once each year. These contacts 
may not necessarily be personal or 
premise calls in every instance, but 
we do believe that the customer is 
entitled to at least one contact per 
year. 


Better Results Than Expected 


We are approaching the completion 
of our second year of this sales opera- 


tion and we have realized results 
considerably in excess of those that 
we had initially anticipated. As a 
result of these planned contacts with 
the business customers, who are the 
“thought leaders” in every exchange, 
in which we operate, we are creating 
on their part a much better understand- 
ing of our company, a greater appre- 
ciation of the value of our services, 
and a knowledge of the objectives that 
we have as an organization. 


We are at the same time furnishing 
a very valuable service to these cus- 


(Continued on page 46) 
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SWITCHING NETWORK for the world’s first Electronic Central Office in Morris, Illinois, contains thousands of neon gas tubes. 
Here, an installer of the Western Electric Company holds a modular unit that he is checking with a Bell Laboratories technician. 
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ELECTRONIC CENTRAL OFFICE 


New experimental switching system at Morris, Illinois, demonstrates the essential role of Western Electric in the 
Bell Telephone System. Four hundred telephone users are the first to enjoy the advantages of the revolutionary elec- 
tronic office which works thousands of times faster than the present type and offers new economy of operation. 


Western Electric has manufactured a major part of the compo- 
nents and assemblies for the world’s most exciting telephone cen- 
tral office. Located at Morris, Illinois, this office is the first switch- 
ing system to perform electronically every function in handling 
telephone calls. To help make this trial possible, Western Electric 
has worked closely with Bell Telephone Laboratories, convert- 
ing the designs of the Laboratories into factory production. 

At least four major Western Electric manufacturing locations 
have provided specialized services or components for the Elec- 
tronic Central Office. Hawthorne Works in Chicago produced 
the original circuit and electronic packages and assisted the Labo- 
ratories in the design of the equipment. Indianapolis Works built 
the special phones. Allentown Works made the entirely new-type, 
tiny gas tubes and the 138,000 semiconductors, which, with other 
electron devices, perform the switching operations. W.E.’s 
Columbus Works has since assumed responsibility of engineer- 
ing and control location for the project known as ECO. 

ECO makes possible new services which will greatly increase 
the value of each customer's telephone. With a built-in memory 
that retains millions of bits of information, electronic switching 
works thousands of times faster than standard equipment and 
offers new economy of operation. At present, ECO permits its 
trial users to: 

© Use home extension telephones as intercoms 

e Reach frequently-called numbers by dialing only two 
digits instead of seven 

e Have incoming calls routed to another phone when the 
line originally called is busy 

e Dial a code which causes automatic transfer of all sub- 
sequent incoming calls to be automatically transferred 
to other local numbers. 

Western Electric is proud of its essential contributions to this 
new system, which was installed in the summer of 1959 by a team 
of specially trained W.E. installers. This group, working with 
Bell Laboratories and Illinois Bell personnel, helped to put the 
equipment through an exhaustive series of tests to attain maxi- 
mum performance and reliability. 

Based on this experience, Western Electric engineers will be 
able to make significant contributions to future Electronic Cen- 
tral Offices by helping to select the most economical design for 
manufacture. Most important of all, Western’s experience will be 
of great value in planning for the production of further improve- 
ment in switching systems for the Bell System. 


MANUFACTURING AND SUPPLY UNIT OF THE BELL SYSTEM 
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CLOSE-UP of the entirely new gas tubes used in the 
Electronic Central Office switching network points 
up their tiny size. More than 23,000 of these hard- 
working miniatures are used in the Morris trial office. 


SPECIAL TELEPHONES — Western Electric built 
specially adapted telephones for the Morris test with 
“beeper” networks instead of the usual ringing sound. 
More than 400 of these new instruments are in use. 


PLUG-IN PACKAGE made by Western Electric for 
Electronic Central Office consists of transistors, di- 


odes, and other electronic components. Thousands of 
these cost-cutting printed circuit boards were used. 
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The Plant Man's 


N 0 


By RAY BLAIN, Technical Editorial Director 


E WERE RECENTLY priv- 

ileged to hear a speech titled: 

“Communications — A Look 
Ahead,” delivered by Brig. Gen. David 
Sarnoff, chairman of the board of RCA, 
at the National Press Club in Wash- 
ington, D. C. 


A summary of his speech, which out- 
lined the challenge of communications, 
is as follows: 


The historic progress of communica- 
tions across the barriers of time and 
distance parallels man’s advance on this 
planet. The first communications were 
sight and sound, man-to-man, over dis- 
tances of only a few feet. Since then, 
our primary effort has been to extend 
that distance. We will achieve the earth- 
bound ultimate when we have direct 
man-to-man communications, both sight 
and sound, to any place on earth, re- 
gardless of distance. And we will 
achieve the universal ultimate when we 
have man—and possibly other species 
of life—exchanging communications 
over distances of millions of miles. 


In its own way, every communica- 
tions advance has moved us nearer 
these ultimates. The Greek, Roman and 
Aztec relay runners contributed to the 
stretch-out; and so did the shouting 
sentinels on Caesar’s battle towers, the 
homing pigeons used at Waterloo, the 
primitive semaphore employed by 
George Washington who placed a bar- 
rel, a flag and a basket on a mast and 
then issued orders to his troops by 
altering their relative positions. 


In the present century, the great 
stretch has come through applications 
of radio communication. In its first 
phase, it enabled communication be- 
tween a fixed point on land and ships 
at sea and between ships themselves, 
or between two land areas across the 
ocean barriers. Today, it is employed by 
all types of moving vehicles and be- 
tween fixed stations and relay points on 
land. The second phase brought the hu- 
man voice and instrumental music to 
millions of listeners through radio 
broadcasting. The third phase brought 
the stretch-out of sight, first through 
black-and-white television and now 
through color. 

Vast progress has been made in the 
art of communications but there are 
many more promising prospects ahead. 
The sound of the human voice can be 
projected directly and almost instan- 
taneously to any area of the world. We 
have extended sight, by television, so 
that the people of a nation, or a group 
of nations on the same continent can 
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see the same picture simultaneously. 
And we are on the threshold of pro- 
jecting that picture between continents. 
In fact, we are very close to the achieve- 
ment of global television as well as 
other forms of world-wide communica- 
tions. 

This will represent phase four of the 
radio communications story. I believe 
it will be realized in this decade through 
the use of relay satellites orbited in 
space. The challenges facing us in this 
area are no longer how; rather, they 
are when, what types of hardware, what 
form of control, what character of in- 
ternational traffic? 


General Telephone Co. of Indiana, 
Fort Wayne, is currently conducting a 
test to determine whether repair serv- 
ice for subscribers can be speeded up 
by assigning a skilled testman to an- 
swer customer complaints. 

The practice in the past has been 
to have a female repair clerk take the 
subscriber’s call, make out a trouble 
ticket and give it to a testman. The 
testman would then attend to the com- 
plaint at the first opportunity. 

With the new plan, the testman takes 
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the call and, having the customer on 
the line, can use his test instruments 
and experience to eliminate delays in 
making repairs in 25 to 35 per cent of 
the cases of trouble. This is due to the 
fact that the source of trouble often 
is not on the customer’s premises. 


In the majority of the remaining 
cases of reported trouble, the testman 
is able to identify the fault, or be of 
considerable assistance to the trouble 
shooter ordered out to make repairs. 


The following is quoted from On the 
Line, published by the Australian Post 
Office: 


“During re-poling on the Port Au- 
gusta-Yardea, South Australia, trunk 
line, some of the old pine poles being 
replaced had a date stamp showing 
that they were ‘received into Stores in 
1872.’” 


“Cross Talk” 


It is said that the happiest people 
are the ones who are too busy to notice 
whether they are or not. 


General Telephone Co. of Indiana testmen taking repair service calls, They can 
often take remedial action while customer is on the telephone. 
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Whether used for standby or on-site portable 
power, electric plant breakdowns can be crit- 
ical. That’s why Onan is beefed up with bigger 
bearings, shorter-stronger connecting rods and 
crankshafts, and Stellite valves. Only Onan is 
Performance Certified to deliver every watt of 
power promised by the nameplate rating. 


Only Onan is certified to 
the power promised by its nameplate 


It’s a fact that many electric plants 
on the market today do not deliver 
the output promised by their name- 
plate rating. 

Every Onan plant is given a 
rugged workout under full load be- 
fore it is shipped—your assurance 
that the Onan you buy is ready for 
hard work the day you get it. 

But this isn’t enough. Indepen- 
dent laboratory inspectors pull sur- 
prise inspections to double-check 
our tests and testing methods. They 
pull a plant off the line, run it, stop 
it, load it, overload it, check and 
recheck. Their torture test gives 
positive proof of Onan’s quality. 
End result: Onan’s exclusive Per- 


O 


formance Certification . . . your as- 
surance of getting every watt of 
power you pay for. 

So when you’re tempted by an 
electric plant ‘‘bargain,’’ make sure 
its nameplate rating is not “‘in- 
flated.’’ Be sure you’re getting full 
measure for your money. Remem- 
ber, the electric plant that short- 
changes you in power output is no 
bargain at any price! Only Onan is 
Performance Certified to deliver 
everything the nameplate promises. 

See Onan electric plants soon. 
Compare before you buy. You’ll 
find your Onan distributor listed in 
the Yellow Pages. Call him or 
write direct. 


ey ee 


ONAN Division, Studebaker-Packard Corporation, 2605 University Ave. S. E., Minneapolis 14, Minn 
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give you all 


World’s Leading Builder 
of Electric Power Plants 





Broader Industry Viewpoint 


Is Necessary, Californians Told 


ITH a Hawaiian pro- 

viding a beautiful background, 

speakers at the convention of 
the California Independent Telephone 
Association urged telephone men to 
broaden their point of view—to realize 
that they are in the communications 
business, not just the telephone busi- 
ness. 


setting 


Asking companies to “think in broader 
terms,” Harlan W. Holmwood of Santa 
Monica, president of the association, 
delivered the convention’s keynote 
speech. The meeting was held on June 
26 through 30 in Honolulu. Two hun- 
dred and ninety mainland telephone 
men attended, along with 36 represen- 
tatives of the Hawaiian Telephone Co. 

Mr. Holmwood emphasized that the 
greatest danger to Independent com- 
panies today is the possibility that they 
might permit themselves to be inde- 
pendent of progress. Although the tele- 
phone business is referred to as a nat- 
ural monopoly, Mr. Holmwood said in 
his opinion this monopoly is a shaky 
one, which extends only to voice com- 
munication over short distances. 

“It embraces,” he stated, “only the 
most unprofitable part of our business. 

“Scientific advancements and inven- 
tive genius are no respecter of fran- 
chise rights or of natural monopolies,” 
Mr. Holmwood added. 

The industry, he continued, must 
meet the challenge of providing a 
greatly expanded and more versatile 
communications system. 

“We may have to retool ourselves in- 
tellectually if we are to survive in the 
environment in which we find 
selves,” Holmwood said. 

Mr. Holmwood also stressed that tele- 
phone companies should take an active 
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our- 


interest in their local governments. He 
pointed out that the telephone company 
is not an island in the business com- 
munity. He said: 


“Our companies do not stand alone, 
protected against the ups and downs 
of the business cycle. Nor are we free 
of the temperatures and the winds of 
the business climate. What happens to 
business in your state happens to you. 
Factors which discourage investment in 
industrial expansion have their influ- 
ence on your earnings. Therefore, you 
have a direct, personal interest in this 
subject.” 


Following Mr. Holmwood’s address, 
a demonstration transpacific call was 
made by J. Ballard Atherton, president 
of the Hawaiian Telephone Co., to Wil- 
lard Wade, former association presi- 
dent, and president of California In- 
terstate Telephone Co., Victorville. 


Other speakers at the convention’s 
opening general session were Mr. Ath- 
erton, who welcomed the delegates and 
gave a brief history of the telephone 
industry in the islands; and the Hon- 
orable Neal S. Blaisdell, mayor of Hon- 
olulu. Mayor Blaisdell reviewed the 
growth of the city and the development 
of public services and utilities in the 
state. 


C. C. Pearce of Riceville, Ia., presi- 
dent of the United States Independent 
Telephone Association, also emphasized 
that telephone companies should en- 
large their frame of reference. 

He said, “During the last world war, 
and prior thereto, we were largely en- 
gaged in transmitting the human voice 
over wires. Now we have become a 
communications industry.” 

Mr. Pearce painted a picture of the 
future in which telephone calls and TV 
programs will be carried by a world- 


wide communications network of 50 sat- 
ellites orbiting 3,000 miles above the 
earth, and in which telephone calls, 
data transmission, TV to and from the 
United States and London, Johannes- 
burg, Paris, Sydney, Tokyo and all 
other major world cities would be 
beamed thousands of miles through 
space to repeater stations orbiting in 
space, then back to earth and the ex- 
isting communications networks. 


Mr. Pearce stated, “I realize we In- 
dependents, at least we smaller ones, 
are not going into the satellite business 
for a long time to come. However, we 
had better start planning today on how 
satellite communications and other rap- 
idly occurring inventions are going to 
affect us tomorrow, and we had better 
start thinking pretty seriously about 
what we are going to do to provide a 
sufficient number of circuits, to accom- 
modate the numerous types of commu- 
nications which we will be called upon 
to handle.” 


He urged cooperation among the In- 
dependents to meet the increased com- 
petition from other organizations sell- 
ing communications. 


“In this highly competitive and tech- 
nical age where being one step ahead 
means survival, the Independent tele- 
phone companies must stay more than 
‘one step ahead’ by expanding opera- 
tions, developing new equipment, offer- 
ing new services, and by maintaining a 
position progressive enough to cope 
with the more complex problems cre- 
ated by society and time,” Mr. Pearce 
concluded. 

“The description ‘telephone business’ 
is growing increasingly obsolete,” Don- 
ald C. Power, chairman of the board 
and chief executive officer of General 
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Telephone & Electronics Corp., empha- 
sized in his talk, “The Great Future 
of Communications.” 

“Today’s requirements,” he said, “call 
for a full range of communications 
business which is built around our abil- 
ity to get the right information to the 
right place at the right time.” 

He stated that in his opinion the 
hallmark of the telephone man is in- 
genuity, “the ability to sense the fact 
that a new and bigger job has to be 
done, a job calling for new, and better, 
and more imaginative ways of doing 
things.” 

The entire economic structure of the 
United States has grown increasingly 
complicated, Mr. Power stressed, and 
telephone companies have the chal- 
lenge of providing whatever services 
are needed to tie this complicated struc- 
ture together, and to meet service re- 
quirements that have never existed be- 
fore. 

“It has been estimated,” he said, “that 
American business enterprises spent 
nearly 4% billion last year on commu- 
nications, and most of it went for tele- 
phone service.” 


Mr. Power reported that in a recent 
estimate which he had seen, it was 
predicted that the number of devices 
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The charms of the Hawaiian setting 
were mentioned by speakers at the con- 
vention of the California Independent 
Telephone Association. Shown address- 
ing the meeting are, above, left, J. B. 
Atherton, president of Hawaiian Tele- 
phone Co.; and right, Donald C. Power, 
chairman of the board of General Tele- 
phone & Electronics Corp. At left is 
Harlan W. Holmwood, executive vice 
president of General Telephone Co. of 
California. 


and machines which transmit business 
data over telephone circuits will reach 
6,000 installations this year, in contrast 
to about 1,200 a year ago. The forecast 
is for 100,000 by 1965. 


Business men in general, he stated, 
are faced with two major problems in- 
volving communications—the need for 
speed and the increase in paperwork. 
They look to telephone companies to 
provide the solutions. 


This means, Mr. Power said, that 
many improvements in data transmis- 
sion will be needed. He predicted that 
within a few years telephone facilities 
will carry more data and image trans- 
mission than voice communication. 

Turning to the international picture, 
Mr. Powers commented that “it has 
been estimated that international tele- 
phone calls will grow at an annual rate 
of 15 per cent from now until 1970, 
increasing from 2 million calls and rev- 
enues of 40 million dollars to at least 
10 million calls and revenues of 200 
million dollars.” 

“We won’t have the circuits to carry 
this traffic unless we send satellites to 
outer space to do the job,” he stated. 

Continuing, he remarked that “the 
understandable tendency is to look upon 
a satellite system as supplementary to 


existing cable and radio circuits, but 
its real potential exists in its world- 
wide service—a truly global communi- 
cations system which would be a vital 
force in promoting economic progress 
throughout the world.” 

He said that although space com- 
munications is an intriguing topic, at- 
tention should be paid to what he 
termed “a more earthy consideration— 
the matter of capital.” 

In this regard, he said, “The only 
way we will be able to raise the capital 
we need, and at reasonable rates, is to 
earn an adequate return on the capital 
already invested in the business.” 


He outlined three ways to do this: 


(1) Raise rates, providing commis- 
sion approval is obtained. 

(2) Reduce expenses and fight in- 
creases in overhead. 

(3) Sell more telephone services. 


Everything telephone companies do 
is done against the backdrop of the 
“business climate,” — inflation, taxes, 
foreign competition and every other 
factor that influences company opera- 
tions. 

Power joined other convention speak- 
ers in urging telephone companies to 
be active in local community affairs, 
stating: 


“Because Washington tends to be so 
much in the news, it is very easy to 
forget that the local community is the 
very heart of our entire way of life. 
What goes on in Washington, and what 
goes on in Sacramento and every other 
state capital, reflects the points of view 
of people in hometowns all across the 
country. It seems to me that this is the 
key to the future: Not only our rate of 
economic growth but our economic sta- 
bility and national security will depend 
upon the skill and the energy with 
which the local communities solve their 
local problems. 


Dr. Charles Moore, University of 
Hawaii professor of philosophy, the 
lone non-telephone man to address the 
convention, also stressed the obligation 
of businessmen to participate actively 
in their communities. He said business- 
men must face the “overwhelming op- 
portunity and overwhelming challenge” 
of setting the moral and cultural stand- 
ards of America. Moore stated that 
while there is no special code of ethics 
for businessmen, ethics are of special 
importance to businessmen because of 
their power and prestige in the com- 
munity. 

Businessmen, he commented, must 
live up to the best in them, and not 
succumb to expediency and the end- 
justifies-the-means type of thinking. 


“Sales and profits are not so impor- 
tant as your sense of values,” said 
Moore. 

(Continued on page 54) 





STEP UP! to higher P-A-B-X sales 


AUTOMATIC FLECTRIC 


GENERAL TELEPHONE & ELECTRONICS 





Sell Top Quality. Automatic’s 
P-A-B-X boards are made of the 
same fine components that go 
into the famous Strowger central 
office equipment. That’s why 
telephone companies find AE 
boards provide dependable serv- 
ice with minimum maintenance. 


Offer Auxiliary Features. Our 
15 optional services allow you to 
satisfy the particular phone needs 
of all types of businesses. 


Provide Fast Delivery. AE 
stocks six P-A-B-X boards to 
meet every need of your sub- 
scribers. You can give quicker 
service on ready-made systems to 
both small and large businesses. 


Promote P-A-B-X in your 
area. Our free sales kit is yours 
for the asking. It helps you 
explain the benefits of modern 
business communications to your 
customers. The kit includes a 
complete catalog, selling plan, 
data folders, sample proposal— 
even a sample contract. For your 
free kit, write: Automatic Electric 
Sales Corporation, Northlake, 
Illinois. In Canada, Automatic 
Electric Sales (Canada) Ltd., 185 
Bartley Drive, Toronto 16. 
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SF hlights 


of finance-taxes-business trends 


by Willard F. Stanley 


BOND MARKET MARKS TIME: In the 30 days prior to July 24, little change wes 
enced in the bond market During the latter portion of this period, however, 
was a moderate ground-swell of optimism with respect to the prices of utility 
porate funded debt. it that time, both the AT&T and Con Ed issues were 

at prices somewhat above those at which they were originally offered. 





The Wall Street Journal tabulation of new utility funded debt issues at July 

a somewhat remarkable showing, in that there was practically no difference 
ween the average bids on that date for the 17 new issues included A the tabula- 
1, and the average original offering prices of the same securitie 


The difference in yield was only a small fraction of a single decimal (less 
Ol per cent per annum). Other aspects of the tabulation, however, gave a 
optimistic picture. For example, 11 of the 17 issues showed higher bid prices 
above date than their offering prices, while in the case of only 6 issues, 
‘fering prices were higher than the current bids. The U.S. treasury financ- 
o the extent of 16 billion dollars (the largest in two years), which took 
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ing the week commencing July 17, was announced to have been successful. 


L 


st of the securities were offered in exchange for existing federal obliga- 
L 11.8 0 illion jollars of the new obligations was accepted by holders in 
for their for 


is significant, however, that less than 7 per cent of the exchanges was made 
seven-year maturity issue, which was included in the over-all offering 


the other issues being of much shorter length—one and two years. 


ice exchanges in the onger term obligations were so small, the offering did 
any serious mpetition with utility and corporate bonds. Usually, a 
issue must be of year maturity, or more, in order to be so competitive. 


schedule of new offerings is smaller than has 
iis factor, and the optimistic undercurrent that 
that further diminution in bond yields may be wit- 


+ 


but probably only to a moderate degree. 


! inking further into the past each month, Ss 
increased borrowing demands in the near term future may hold down an; 
in the bond market, 1 tend to keep prices and yields steady at some- 
present levels. 


Mr. Stanley, formerly a utility financial executive, is now president of Corporate Services, Inc. of New York 
City and is well known as a financial writer. He is a member of the Controllers Institute of America and the New 
York Society of Security Analysts. He serves on the Finance Management Committee and the Tax Committee of 
the Controllers Institute (N. Y. Control). His articles are appearing once a month in TELEPHONY. 
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Panhandle Type “X" carrier offers advancements 
in versatility and economy with Angular Modula- 
tion, Transistorization, 48 volts, D.C. operation and 
plug-in modular units for applications on cable and © 
as multiplex. 





TYPE "X” 
CARRIER OFFERS 
J VERSATILITY 
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Type “X” carrier's versatilit y makes it applicable to cable and multiplex appl- 
cations with simplified maintenance procedures and a minimum of common 
equipment. “X” carrier incorporates angular modulation, 100% trans/storized 
48 volt D.C. operation and plug-in modular construction in keeping with the 
communication industries requirements. 


PANHANDLE ELECTRIC SALES, INC. 


ARLINGTON. TEXAS 
Marketed by 
; INTERNATIONAL TELETRONICS, INC. 
644 BRAN FF AIRWAYS BLDG DALLAS 35. TEXAS 


There seems to be no reason at this time for utility managements to hasten, or 
delay, normal schedules of offerings of funded debt and other senior securities. 


As to utility common stocks, after an advance in price-earnings ratios in each 
of the 12 months ended in June (excepting only October, 1960), the average price- 
earnings ratio reached a stumbling block and dropped from 20.8 in June to 20.5 in 
July. This still obviously represents such cheap equity money to the issuer as to 
make equity financing desirable to cover requirements for this type of funds into 
the mid-term future. 
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STOCKS RISE ON DEFENSE BUILD-UP—Until the day of President Kennedy's Berlin 
speech, the stock market averages had slipped considerably during July. But com- 
mencing with Tuesday, July 25, the averages rose sharply, until, at the close on 
July 28, the New York Times 50 combined stock average was nearly 3 per cent above 
the level of June 23. This sharp rise reflected inflationary aspects inherent 
in the increased defense spending because of the Berlin crisis, plus satisfaction 
that no new taxes were being asked for presently. 


At July 28 the Times average represented a 14 per cent rise over the end of 
1960; a 5 per cent drop from the close of 1959; and a 7 per cent enhancement in 
value as against the average as of Dec. 31, 1958. Continued inflationary pressures 
due to the Berlin crisis may impel further rises in the market average. With the 
recession about over, the business outlook is becoming increasingly favorable, 
although, of course, this factor may have already been “discounted” in the market's 
rise early this year. 

: 2 2 *& 

RECESSION DEFINITELY ON WAY OUT: If any doubt remained after the past few 
months that the recession had practically run its course, more recent statistics 
have served to remove it. Latest monthly disclosure of the rate of industrial pro- 
duction showed a considerable rise from the preceding month, and was sufficient to 
offset all the loss in this item experienced during the preceding recession. 


Gross national product reached a record for the second 1961 quarter, about 
3 per cent above the preceding quarter. Also, retail store sales, according to the 
most recent figures, have continued to rise. The only significant statistic on 
the debit side has been the continued loss in railroad car loadings (week of July 
15th), as against 1960. The plight of the railroads, the eastern ones in particu- 
lar, continues to give cause for concern, with the situation recently emphasized by 
the required reorganization of the New Haven road. 


But, on the whole, it seems safe now to predict that not only is the worst of 
the recession over, but that all of it should soon be a thing of the past. 
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FEDERAL INCOME TAXES: The Ways and Means Committee of the House has concluded 
its hearings on the matter of Federal taxation, including the proposed new tax 
credit for expansion of facilities, and has adopted this latter feature in a form 
substantially different from that in which it was originally presented. 


Instead of granting higher rates of tax credits, in cases where expansion 
greatly exceeded the amount set aside for depreciation, the modified provision 
grants an 8 per cent flat tax credit on all new property constructed after January 
1, 1961, and used property up to $50,000, provided it has a life expettancy of 6 
years or longer, without regard to the relation of the expansion to depreciation 
charges. 


A company, for example, which expanded by 100 per cent over the depreciation 
allowance, would have received a credit equal to 9 per cent of its total expansion 
under the original proposal, as compared with 8 per cent under the new modification. 


From the newspaper reports, it appears that the provision for credit, as voted 
by the co still excludes public utilities from the benefit of the tax 
credit, except railroads, which were named in the original proposal, and natural gas 
pipelines which have been added as exceptions from the exclusion by the committee. 


The reasoning back of this change was not given in the newspaper reports, but 
perhaps it was felt that the natural gas pipeline operations did not involve the 
factor of monopoly and compulsory expansion to the same degree as in the case of 
electric and telephone utilities and gas distribution companies. Of course, there 
is still a chance for further changes when the Senate Finance Committee considers 
the measure. 
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saves you money — 
to purchase, to install 


and to operate 


You can buy 30 AChieverfones for 
the cost of 20 competitive mobile 
phones. In fact, AChieverfone is 
built to save you money! This is 
true from the initial purchase and 
installation in your customers’ vehi- 
cles through many years of reliable 
operation. 

AChieverfone’s low cost comes from 
its two simply constructed basic 
units: the control head and the R-T 
unit. The control head, which con- 
tains the handset holder, junction 
box, and channel selector, uses 
standard radio components and 
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hardware. The R-T unit is low in 
cost because modern assembly tech- 
niques, and efficient, straightforward 
design have been used. In addition, 
the R-T unit’s decoder uses only 
one-third the number of parts of 
other transistorized models. 

These two units give you and your 
customers the most economical 
mobile radio phone on the market! 
No other common carrier MTS 
system can match AChieverfone’s 
reliability, efficiency and low price. 
Examine AChieverfone’s many ad- 
vantages. Write or call AC today. 


| SPECIFICATIONS—FCC Type Accepted | 
Transmitter: 144-174 Mc, 4-Channel 


RF output: 22.5 watis into 52 ohm load 


Receiver: 144-174 Mc, 4-Channel 

Wide Band (60kc) or Narrow Band (30kc) 
models available (Bands quickly converted 
)} to Narrow or Wide by substituting IF 
| filter) 

Frequency Stability: within 0.0005% 


Selective Signaling: 51,000 five-digit (com- 
patible, 2-tone, sequential) codes available 
| Size: Receiver-Transmitter, 2146" x 8%" x 64" 
| Weight: 37.25 pounds, including receiver- 


transmitter, control head and interconnecting 
cable 


The Electronics Division of General Motors « Box 622 * Milwaukee 1, Wis. ¢« Telephone: BRoadway 3-1120 
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OK Employe Stock Sale 
Plan for Western Power 


The Western Power & Gas Co., 
whose principal office is in Lincoln, 
Neb., was given permission on July 26 
by the Nebraska Railway Commission 
to issue options for up to 75,000 shares 
of its common stock of the par value 
of $5.00 per share in connection with 
its restricted stock option plan; and to 
issue up to 10,000 shares pursuant to 
its sixth employes’ stock purchase pro- 
gram. 


In addition to gas and electric proper- 
ties, the company owns the majority of 
the commen stock of the Central Tele- 
phone Co. and the Southeastern Tele- 
phone Co. The Central company, in 
turn, owns the majority of the stock of 
the LaCrosse (Wis.) Telephone Corp., 
Lexington Telephone Co., Charlottes- 
ville, Va., Middle States Telephone Co. 
of Ill., Des Plaines, and the Virginia 
Telephone & Telegraph Co., Charlottes- 
ville. These companies do business in 
Minnesota, Illinois, Iowa, Wisconsin, 
Virginia, North Carolina and Florida. 

Under the terms of the stock option 
plan, shares of common stock may be 
optioned to all or some of the key 
employes and executives of the company 
and its subsidiaries at not less than 
95 per cent of the fair market value at 
the date of the option. An option may 
not be exercised for two years after 
date of grant and may then be exercised 
to the extent of 20 per cent in the third 
year and each subsequent year so that 
in the seventh year it becomes fully 
exercisable. Options may not be ex- 
ercised more than 10 years from the 
date of the grant. 

Under the employes’ plan, each em- 
ploye having one or more years of serv- 
ice will have the right, during a limited 
period, to make a cancellable subscrip- 
tion for between 10 and 100 shares of 
common stock at a price $3.00 per 
share less than the average market 
price in the month of completion of 
payment of the subscription, subject to 
a minimum price of $3.00 per share 
below, and a maximum price $3.00 per 
share above, the approximate market 
price at the date the program became 
effective. 


The subscription payment will be ac- 
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cumulated through monthly payroll de- 
ductions at the rate of 75 cents per 
month for each share subscribed, with 
accumulations to bear 4 per cent per 
annum compounded annually. It is 
estimated that, in the ordinary course, 
the term of payments will require a 
minimum of 30 months and a maximum 
of 38 months. The company has ap- 
proximately 3,550 employes. 


Kentucky General, Bell Toll 
Case Goes to Circuit Court 

General Telephone Co. of Kentucky 
has filed a complaint in the Franklin 
Circuit Court naming the Kentucky 
Public Service Commission as defendant 
and Southern Bell Telephone & Tele- 
graph Co. as a party, it was announced 
on July 28 (TELEPHONY, July 1). The 
suit seeks to set aside and vacate the 
order of the commission in which Gen- 
eral’s request, that certain principles 
and methods be recognized as proper 
in determining the basis for toll settle- 
ments between General and Southern 
Bell, was denied by the commission. 

The suit is the outgrowth of a com- 
plaint filed by General on Mar. 23, 1960, 
with the commission against Southern 
Bell relating to the division of current 
revenues from intrastate toll telephone 
service furnished jointly by General 
and Southern Bell in Kentucky. 

General, in its action before the com- 
mission, sought recognition of princi- 
ples and methods set out in a manual 
developed through the cooperative ef- 
fort of the National Association of 
Railroad & Utilities Commissioners and 
the Federal Communications Commis- 
sion. (For discussion of the methods 
the commission considered to determine 
what proportion of General’s plant and 
costs were allocable to message toll 
service, see above reference.) 

General, in the complaint just filed, 
mentioned that settlements between the 
two companies in the past have been 
made on the basis of an amount per 
toll message negotiated with the Bell 
System by the United States Independ- 
ent Telephone Association. 

The commission, on June 2, 1961, is- 
sued its opinion and order in the com- 
plaint wherein it found that the pro- 
cedures advocated by General should 


«Courts and Commissions 


not be used. General’s petition for re- 
hearing on the commission’s order of 
June 2 was also overruled on July 7, 
1961. 


Hear 2 Mo. Sale Requests; 
OK Toll Property Exchange 


The joint application of the Norborne 
Telephone Co. to sell; and of the Green 
Hills Telephone Corp., Breckenridge, to 
buy the former’s system, establish EAS, 
and secure an interim operating agree- 
ment was received by the Missouri Pub- 
lic Service Commission on July 21. 


The commission on July 24 held a 
hearing on the joint application of 
Home Telephone Co., Perry, to sell, and 
of Gem Telephone Co. to purchase tele- 
phone property in Laddonia, Perry, 
Santa Fe, and Stoutsville, and adjacent 
territory, and to execute a loan for ex- 
penditures on the purchased systems. 


The Missouri commission on July 26 
granted authority to General Telephone 
Co. and to Southwestern Bell Telephone 
Co. to exchange toll properties in and 
around Gower, St. Joseph, Agency, 
Kingston, Hamilton, and Cameron. 


Colo. Judge Convicts Youth 
In Wrong Number Fraud 

James E. Johnson, 18, was found 
guilty on July 17 by Denver, Colo. Mu- 
nicipal Judge Sherman G. Finesilver 
of obtaining service under false pre- 
tenses from Mountain States Telephone 
& Telegraph Co. 

Johnson was charged with giving the 
wrong telephone number for billing 
purposes when he called Chickasha, 
Okla. under the direct distance dialing 
system recently. The call lasted 90 
minutes for a charge of $30.09. 

Prosecution witnesses said Johnson 
had made a number of similar falsely 
billed calls during the year. 


Hear Sale Requests, Dial, 
EAS Petitions in Wisconsin 
The Wisconsin Public Service Com- 
mission set a hearing on Aug. 1 for the 
petition of the Little Sturgeon Tele- 
phone Cooperative to sell and of For- 
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Place one order for complete 


battery power 


and Save mone 


The battery you need 


Pasted plate Tytex with Silvium* or 
calcium, long-life Exide-Manchex 
Planté with Silvium, low-mainte- 
nance pocket positive nickel cad- 


mium, and 


new 20-year 


Exide-lronclad tubular with Silvium. 


*Silvium is Exide’s patented 
corrosion-resistant grid alloy. 


The rectifier you need 


Complete line of advanced - design 
silicon diode rectifiers. 


Think of your battery power as a package. It has three parts: 
battery, rectifier and service. And you need all three. So it’s 
smart to buy them as one package and save three ways. 


1. You save by insuring that you get the particular type and 
size battery for your own requirements. Exide’s recommen- 
dation is based on engineering calculations. 


2. You save by getting the rectifier with the required capacity 
for your needs and with the latest design for maximum effi- 
ciency of operation. 


3. You save by having factory-trained, factory-supervised 
service technicians constantly available and on whom you 
can always depend. 
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The service you need 


Coast to coast, factory-trained 
service specialists. 


Only Exide offers this complete battery power package from 
one dependable source to insure that you get maximum 
economy. Write for information. Exide Industrial Marketing 
Division, The Electrre Storage Battery Company, Philadel- 
phia 20, Pa. 


Exide 


INDUSTRIAL MARKETING DIVISION ( . 
The Electric Storage Battery Company <5) 
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estville Telephone Co, to purchase, the 
cooperative’s property. Forestville has 
also asked to convert the Little Sturgeon 
exchange to dial, offer extended area 
service to Forestville’s Brussels ex- 
change and to the Sturgeon Bay ex- 
change of the Wisconsin Telephone Co., 
and apply the Brussels rates. 


On the same date, the commission 
was to hear the application of the 
Oconto Rural Telephone Co. for author- 
ity to install dial facilities to provide 
extended area service from its Abrams 
exchange to the Oconto exchange of 
Wisconsin Telephone Co. 


Grant Rate Increase; Receive 
Financing Request in IIl. 


The Illinois Commerce Commission 
on July 26 authorized the Leaf River 
Valley Telephone Co., Leaf River, to 
increase its rates (TELEPHONY, July 1). 

* 


The commission also, on July 29, re- 
the application of the North- 
Telephone Co., Freeport, for 
an increase of, and change in, the par 
value of its authorized and issued 120,- 
000 common shares from $10 to $15 
per share, and for the transfer of $600,- 
000 from its unappropriated earned 
surplus to its capital stock account. 


ceived 
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Schedule Rate Hearing in 
Nebraska; Seek Loan OK 

The Nebraska Railway Commission 
on July 28 was to hear an application 
of the Northern Telephone Co., Blair, 
to increase rates for local service at 
Creighton, effective Sept. 1. 

Another hearing was set for the same 
date on a request by the Eastern Ne- 
braska Telephone Co., Blair, to borrow 
up to $285,000 from the Stromberg- 
Carlson Credit Corp. 


FCC Urges Common Carriers 
Speed Space Communications 


The Federal Communications Com- 
mission on July 25 called upon the in- 
ternational communications carriers to 
organize promptly an ad hoc (for this 
specific purpose) committee to speed 
plans for their joint development, con- 
struction, ownership and operation of 
a commercial satellite communications 
system. 

Because of the prime importance 
given by the commission to this under- 
taking, it is requiring the committee to 
report as soon as possible, but in no 
event, later than Oct. 13. 


Members of the committee will be 
representatives of the American Cable 
& Radio Corp. (Mackay Radio, Inc., The 


“FLOOR-CON 


DESKS ARE FREE FROM TELEPHONE 


QUIPMENT. ENDS NEEDLESS MARRING OF OFFICE FURNITURE 


854 lbé 


TELEPHONE FLOOR CONNECTOR 


FLOOR-CON allows all telephone work to be completed in advance of 


and specified by telephone companies, FLOOR-CON 
large buildings in business, industry and 


government. Attaches to all makes of under-floor ducts, floor boxes 


and single 


conduits through the floor. All necessary fittings will be 
supplied to adapt Floor-Con to your particular duct system 


or Floor 


Installation— specify type and make in use. 


Model 103 includes the matching cover in chrome 
or brass satin finish. The cover encloses the amphe- 
nol plugs and: jacks when used with key telephone 
sets or other complex equipment. 
Additional pmeyonerne mang and miscellaneous equip- 
ment can be mou on the back of all models. 
DISTRIBUTED BY GRAYBAR 
ELECTRIC COMPANY 


Model 104 


Chrome or brass satin finish. 
44A Connecting Blocks. 


Model 102 Not Shown 


Chrome or brass satin finish. Accommodates 3 
44A Connecting Blocks. 


IF NO CONDUITS ARE PROVIDED, FLOOR-CON CAN 


Accommodates 4 


BE SCREWED DIRECTLY TO THE FLOOR. NO FITTINGS 
ARE NECESSARY. 


FLOOR- CON 759 NORTH SPRING STREET ! 
JEN LOS ANGELES 12, CALIFORNIA / MAdison 4-5400 


Commercial Cable Co., All America 
Cables & Radio, Inc., and Globe Wire- 
less, Ltd.) ; American Telephone & Tele- 
graph Co.; Hawaiian Telephone Co.; 
Press Wireless, Inc.; Radio Corp. of 
Puerto Rico; RCA Communications, 
Inc.; South Porto Rico Sugar Co.; 
Tropical Radio Telegraph Co.; United- 
States-Liberia Radio Corp., and The 
Western Union Telegraph Co. 


The FCC expects that the committee 
will invite representatives of govern- 
ment agencies and industry to par- 
ticipate in the discussions for the pur- 
pose of obtaining any related helpful 
advice and assistance. 


The commission will later designate a 
representative to attend the committee 
meetings to see that the sessions adhere 
to prescribed agenda. 


It has been specified that the com- 
mittee will consider, but not be limited 


to, the following public interest objec- 
tives: 


(1) A commercially operable commu- 
nications satellite system will be ex- 
pected to provide the potential means 
for global coverage. 

(2) Ownership of the satellite por- 
tion of the system will be shared with 
interested foreign governments or com- 
munication agencies. 

(3) All such foreign governments or 
communication agencies, whether or not 
participating in ownership of the satel- 
lite portion of the system, will be en- 
titled to access to the system on any 
equitable basis and on reasonable terms. 

(4) Any joint venture of interna- 
tional common carriers shall be so ar- 
ranged or structured as 

(a) To prevent any single par- 
ticipating carrier from being in a 
position to dominate or control the 
development, construction, manage- 
ment, operation or use of the commu- 
nications satellite system to the detri- 
ment of any other common carrier, 
whether or not such other common 
carrier or carriers participate in the 
joint venture as an owner thereof. 
(b) To permit future ownership 
participation by any international 
carrier that may subsequently be 
created, or any existing international 
common carrier which subsequently 
may desire ownership participation. 

(5) The plan of organization and 
operation of any joint venture must 
make clear and definite provision to in- 
sure that existing and future interna- 
tional common carriers, whether or not 
any such carrier participates through 
ownership in the joint venture, will 
have equitable access to, and non-dis- 
criminatory use of, the satellite system 
under fair and reasonable terms, for 
the purpose of obtaining communica- 
tions facilities, in the system, to serve 
overseas points with the types of serv- 
ices for which they are, or may be, 
licensed or authorized by the commis- 
sion. 

(6) The plan of organization and op- 
eration of any joint venture shall make 
adequate and effective provision, such 
as competitive bidding, to insure that 
there will be no favoritism in the pro- 
curement of communications equipment 
required for the construction, operation 
and maintenance of the satellite sys- 
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tem, and to foster opportunity for con- 
tinued research and development ac- 
tivity by all enterprises seeking to 
compete in furnishing such equipment 
for the satellite system. 

(7) The accounting and _ records 
maintained by any joint venture shall 
be of such a nature and detail as to 
reflect fully its investments, expenses, 
taxes, revenues, assets and liabilities, 
and to comply with all applicable gov- 
ernmental regulations with respect to 
such matters. 


The commission further asks for the 
results of the committee’s discussions as 
quickly as possible so that this infor- 
mation, together with all other informa- 
tion and proposals, will enable it to take 





further steps to achieve the establish- | 


ment of a satellite communications sys- 
tem at the earliest practicable date. 

The ad hoc committee’s written re- 
port is required to describe and explain 
fully the proposed organization and op- 
eration of the joint venture. It will also 
include information as to the capital 
contributions to be committed by each 
participant, and the extent to which it 
intends to provide any equipment or 
other services. 

In addition, on behalf of each par- 
ticipant which also owns, operates or 
controls common carrier communication 
facilities furnishing service within the 
United States, a full description is re- 
quired of all policies and practices 
which it proposes to apply with respect 
to the interconnection of its facilities 
with those of any international com- 
mon carrier. 

The committee will furnish all re- 
spondents in this proceeding (Docket 
14024) with a copy of its report, and 
they will have 15 days to submit 
written comments to the commission. 
The current action is by a 
mental notice of rule making in that 
docket. 


Study Federal Bills To 
Broaden Slug Restrictions 

At hearings on legislation to further 
restrict the use of slugs in lieu of 


supple- | 


money, the United States Independent | 


Telephone Association estimated that 
Independent companies lose about $100,- 
000 yearly on this count. The Bell 
System estimates its slug losses at 
$800,000. 


The bills under consideration would 


broaden an existing provision restrict- 
ing the manufacture and use of metallic 


devices intended to pass as money. The | 


present law does not cover 
larger denomination, paper money, plas- 
tic or other materials. 
under consideration would impose a 
penalty for the use of something other 
than U.S. legal tender to obtain some- 
thing of value. Coin box telephones are 
included among machines in which the 
use of such devices is prohibited. 
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OF ACTON 


TRANSMISSION AND 
DELAY MEASURING SET 


TYPE 451-A TRANSMITTER 


TYPE 452-A RECEIVER... 


.-- Measures absolute amplitude and relative delay characteristics of 600 ohm trans- 
mission circuits from 200 cycles to 24 kc. Temperature range 32°F to 130°F with 60 cycle 
line voltages from 105 to 125 volts. Overall precision and accuracy +50 microseconds. 
Drift rate not exceeding +50 microseconds per 30 minutes. 

SPECIFICATIONS OF THE 451-A TRANSMITTER 

CARRIER SWEEP RATE: Carrier frequency controlled manually or by a motor driven 
sweep Capacitor at two sweep rates: 

a. 1 cycle per 10 seconds, or 6 rpm. 

b. 1 cycle per 100 seconds, or .6 rpm. 


CARRIER FREQUENCY: Continuously adjustable from 200 cycles to 12 kc. The sweep 
width and position is adjustable within the 200 cycle-12 kc. limits. The minimum sweep 
width is 1500 cycles. An external oscillator can be used up to 24 kc. 

REFERENCE FREQUENCY: Means are provided for switching the carrier frequency 
(normally controlled by the sweep capacitor) to a reference frequency anywhere in the 
200 cycle to 12 ke. band. 

MODULATION FREQUENCY: 25 cycles, derived through counting circuits from 
tuning fork control oscillator. 2 kc. tuning fork stability +3 ppm at room temperature. 
FREQUENCY METER: Carrier frequency continuously indicated on a direct-reading 
meter with an error not exceeding +2.5% of full scale. Frequency meter calibration can 
be checked by inserting a 2 kc. signal from the local fork oscillator circuit. 


TRANSMITTER OUTPUT SIGNAL: Output level adjustable in 5 db steps from 
—20 dbm to +10 dbm. These figures represent the peak power in the 50% modulated 
output signal applied to the output terminals. Maintains internal impedance of 600 ohms 
+10 ohms from 200 cycles to 24 kc. The frequency characteristic of the output terminals 
is flat to within + .25 dbm from 200 cycles to 24 kc. 

TRANSMITTER SYNC. OUTPUT: 2 kc. signal can be used as a common time base 


in both the transmitter and receiver. 

SPECIFICATIONS OF THE 452-A RECEIVER 

INPUT IMPEDANCE: Internal impedance is 600 ohms +10 ohms from 200 cycles to 
24 kc. 

INPUT LEVEL: The receiver will perform satisfactorily over the range from +10 dbm 
to at least —30 dbm by use of the manual attenuator control and operate over any 
20 dbm range within the specified limits without change in the attenuator control. The 
input-level is indicated algebraically by an input attenuator calibrated in dbm and level 
meter calibrated in dbm. The meter range is 20 dbm; the attenuator range is 25 dbm in 
2.5 db steps. All readings are peak input power to the receiver. 


DELAY MEASUREMENTS: Delay is indicated on a relative basis, reference being to 
a cardinal point in the frequency band between 200 cycles and 24 kc. Measurements are 
obtained from a direct-reading meter which has two sensitivities: 2 ms and 20 ms full 
scale. The 0 to 2 ms range may be positioned anywhere in the 0 to 20 ms scale by means 
of a coarse. control which adds or subtracts precise 500 microsecond increments of delay 
in the reference channel. A fine control is provided to obtain cardinal point adjustment. 
FREQUENCY METER: Same as Transmitter. 


AMPLITUDE TO PHASE CONVERSION: With a 20 db change in amplitude, the 
output delay indication will not change by more than +50 microseconds. 


Measures Attentuation and Relative Delay Characteristics of Trans- 
mission Systems with Impedance of 600 ohms. 

Carrier frequency Range 500 cps to 50 kc. Accuracy — + 5 micro- 
seconds. 

Delay is measured by comparing the time relationship between 
the transmitted and received signals. 
MODULATION FREQUENCY: 62.5 cps derived through frequency 
dividing circuits from a tuning fork controlled oscillator. 
TRANSMITTER OUTPUT: Two output levels 0 dbm and —4 dbm, 
floating and balanced. Output impedance 600 ohms + 30 ohms over 


range 500 cps to 50 kc. Frequency characteristics of output signal 
flat to + .5 db. 


RECEIVER INPUT: Balanced and floating with an input impedance 
of 600 ohms + 20 ohms from 500 cps to 50 kc. 

DELAY MEASUREMENTS: Indicated on a relative basis. Always 
read on the 0 to 0.2 M.S. full scale range. Coarse and Fine 
Delay switches and Fine Phase Control for precise adjustments. 


TECHNOLOGY INSTRUMENT'CORP. OF ACTON 


533 MAIN STREET. ACTON, MASSACHUSETTS 
©12-60 rormercy ACTON LABORATORIES, INC. 
“Visit us at Booth #1506-7-8 at the Wescon Show™ 
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Exterior view of the F. Gano Chance Engineering Research Center located in Centralia, Mo., near the general offices of 
the A. B. Chance Co. New center, recently completed, is now in full operation. 


F. G. Chance Engineering 


Research Center Operating 

The A. B. Chance Co. reports that 
its new F. Gano Chance Engineering 
Research Center constructed during the 
past winter is now in full operation. 
The research center contains 32,000 
square feet of office and laboratory 
space in the two buildings on an 18- 
acre tract located near the company’s 
general offices in Centralia, Mo. 

C. H. LeVee, vice president, engi- 
neering, is in charge of the new fa- 
cility and has extended an invitation 
to utility personnel to visit the new 





CONTIN 
& MAINTENANCE EQUIPMENT 


Hi-Lo pressure 
switch for alarm 


Humistat for alarm 
above 4% Relative 
Humidity 


Power failure re- 
lays and separate 
fustat 


By-Pass Valve & 
alarm for excessive 
Relative Humidity 


Mechanical control 
valve for stand-b 
air supply (dry ni- 
trogen) in event of 
power failure 


Additional safety 
features on air 
compressor 


Power supply is 
115 volt, Cc on 
the Dehydrator and 
Air Compressor 


center and observe the operation and 
testing equipment. 


The exterior appearance of the main 
building is dominated by the high-bay 
construction of the center’s high voltage 
laboratory. This lab has a ceiling 
height of 62 feet, necessary to ac- 
commodate the towering 2,400,000-volt 
impulse generator. Sixty-cycle dielec- 
tric test transformers, with a 1 million- 
volt capacity are also located in this 
laboratory. 

A short circuit laboratory with spe- 
cially designed equipment is used to 
test protective devices, switchgear and 





VUOUS FEED PRESSURE SYSTEMS 


SERIES RC 
DEHYDRATORS 


in three sizes 


750 CFD « 1500 CFD 
3000 CFD 


These are the remarkable dehy- 
drators (desiccant type) that will 
definitely reduce maintenance 
cost at your cable plants, be- 
cause they save both dollars 
and hours. The Series RC dry 
insulation faster and more effi- 
ciently, eliminate cable mois- 
ture, and mean better service 
to your customers. 


For complete information on the SERIES RC, 
write for our Bulletin No. RC-1-61 


ORDER THROUGH YOUR FAVORITE DISTRIBUTOR 
FOR INFORMATION, WRITE OR PHONE 
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S & G EQUIPMENT MEANS QUALITY, 
ECONOMY AND DEPENDABILITY 
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NEW ORLEANS 10, LA. - 
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other apparatus. The 762,000-KVA 
generator is the key piece of equip- 
ment in the lab, which also includes a 


F. GANO CHANCE 


Cc. H. LE VEE 


test substation with two single-phase, 
200,000-KVA short-circuit transform- 
ers. The substation and testing circuits 
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were designed by Chance engineering oe il 

personnel Western Electric and Kellogg 
Other facilities in the center include 

mechanical, plastics, heat run, environ- 

mental, fuse link and electrical measure- 

ment laboratories. The latter ees in- ge some of No. 500 TELEPHONES 


cludes calibration equipment to insure our guaranteed esha 


instruments that look 
the accuracy of all testing instruments. and parety Se =, Wall or Desk Models 


A model shop is also incorporated as ae } A... 3 a — Factory Reconditioned Instruments equiva- 


part of the research center. / catalog. lent to New with a full Guarantee and Re- 
Outdoor mechanical and electrical test fund Privilege. New Black Cases, Cords, 
areas are located adjacent to the engi- and many new-surplus parts, including Cycle 
neering research buildings. : Ringers now available. Shipped 10 per 
Facilities of the new Chance research S carton, and we pay the freight to your door 
center will be made available to utili- : on an order of 20 or more. 
ties, engineering colleges and other 
manufacturers serving the electrical in- 
dustry. 





PRICE $14.50—Dial Blank; or with Dial, Less Ringer (install your cycle) 

PRICE $17.50—With Dial and Straight Line Ringer 

PRICE $19.50—With Dial and Cycle Ringer—Harmonic, Synchromonic, 
Decimonic 


FCC Dismisses GT&E, GE 
Syncs See Magnets BECO'S +1011 RUBBER TEST SET 


The Federal Communications Com- 

sont » OF — are ° ° . 
mission on July 25, by a memorandum Equipped with a Standard W.E. Dial and 
opinion and order: vane 
Components, Nylon Cord, Piercing Test 


(1) Denied that part of a petition bv 1 a Clips and Special Belt Snap. Rugged and 
General Telephone & Electronics Corp. Dependable. 
requesting to be considered an inter- F iI 
national common carrier as the term NEW!!! 
is used in the (commission’s) first re- | 
port, and dismissed, without prejudice 
to its further participation in these | 
proceedings, its further request that | 
domestic carriers be included in the | PRICE $27.50 


venture. 


(2) Dismissed, without prejudice to 


its further participation in these pro- W. E. 354 WALL and W. E. 302 DESK 


ceedings, a joint —— hd General 

Electric Co. and its subsidiary, Com-| , 

munication Satellites, Inc., that the : TELEPHONES 
commission’s first report in this pro- 
ceeding be modified to open the com- 
mercial satellite communications ven- | ; 4 A . 
ture to respondents in that docket, and operation of a new unit, equipped with 


Self-Contained Sets with the appearance 


others in the aerospace and communi- Straight Line Ringer, or most Cycles can 
cations industries, and the general 


public (TELEPHONY, June 17, p. 42; be supplied. 
May 20, p. 34). 


In dismissing these petitions, the ss 
FCC said it is still gathering essential PRICE $10.50—Dial Blank C.B. 
preliminary information about various PRICE $12.50—With Met. Dial 


proposals, and went on to state: 


“Any proposal or information that LATE COMPACT MAGNETO TELEPHONES 
may evolve from this further stage of 
the inquiry, together with all informa- ° 
tion and proposals supplied by petition- Stromberg-Carlson, Leich and Kellogg 
ers (General Electric and General 
Telephone) and others, will provide a We have a limited quantity of these late 
basis upon which the commission, con- 


sistent with the public interest, and strong alnico generator type sets for those 
applicable legal procedures, will take long rural lines. Reconditioned and ready 
such further action .. . to achieve the | , 
expeditious establishment of a com- | to go. (Please state second choice.) 
mercial satellite communications sys- 
tem. 

“At such time, all interested parties | 


will be afforded full opportunity to be | 


heard with respect to any rules, poli- | PRICE $17.50 


cies, or other actions that the commis- 
sion proposes to adopt.” 


Difference of Degree BOHNSACK EQUIPMENT CO. 


“There are lies, damned lies, and 
statistics..—MARK TWAIN. | Germantown, New York LEhigh 7-6213 


AUGUST 5, 1961 43 





SPEED UP 


Installation 


You can save time and labor by speci- 
fying INDIANA Terminal Housings for 
your buried wire and cable jobs. The 
heavy No. 10 gauge steel stakes of 
the pedestal type can be driven into 
the ground. The cover plate can be 
attached or removed with ONE screw. 
All models are designed for ease in 
mounting terminal blocks and load- 
ing coils and in making splices or 
connections. 

INDIANA Terminal Housings are 
heavily galvanized AFTER forming for 
longer life. Available in both pedestal 
and pole-mounted types and in four 
models capable of accommodating 
from one pair to 400 pairs. 


Ask your 
distribu- 
tor of 
telephone 
supplies 
or write 
for Bul- 
letin No. 
TH-101R. 
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Obituaries 

Harry G. LANKFORD, 78, retired gen- 
eral commercial agent of the Illinois 
Bell Telephone Co., died on July 26 in 
Madison, Wis., where he had been mak- 
ing his home. 


H. G. LANKFORD 
Because his widow is an invalid and 


| was unable to attend the funeral serv- 


ices, a special telephone line was con- 
nected between the Lankford residence 


| and the funeral home, so that she could 


hear the services. 

When Mr. Lankford retired in 1948, 
he had served Illinois Bell and its 
predecessor for 44 years. 

He began his telephone career in 
Petersburg, Ill., his home town, as a 
messenger and night operator with the 
Central Union Telephone Co. From 1902 
to 1903 he acted as repairman. In 1905, 
he became a collector in Springfield, 
Ill. and later served as clerk. 

Other positions he held were: district 
special agent, South Bend, Ind., 1908; 
special agent, Bloomington, IIl., 1911; 
special agent, Springfield, 1912-1913; 
district commercial manager, Centralia, 
Ill., 1914; special agent, Springfield, 
1914; agent for connecting companies, 
Springfield, 1919; division commercial 
manager, Springfield, 1920. 

Mr. Lankford became Illinois Bell’s 
division commercial agent in Spring- 
field in 1920; and in 1922, he was named 
division commercial agent and chief 
commercial agent. He became general 
commercial agent of the state area in 
1927. 

He was a former vice president of 
the Illinois Telephone Association, and 
served that group as a director from 
1920 to the time of his retirement from 
Illinois Bell. 

Survivors include the widow, Lulu; 
two daughters, Mrs. A. R. Larson of 
Bloomfield Hills, Mich., and Mrs. H. F. 
Borenz of Madison; a son, Harry G. Jr. 
of Wichita, Kan., and 10 grandchildren. 


HENRY GRADY TURNER, retired vice 
president of Southern Bell Telephone 
& Telegraph Co., died on July 23 in 
Atlanta, Ga. Mr. Turner had spent 43 
years in the telephone business. 


A native of South Carolina, Mr. Tur- 
ner began his career with Southern Bell 
in Spartanburg, S. C., after his gradua- 
tion from Wofford College. 


In 1929 he was appointed traffic su- 
perintendent for Southern Bell in Ala- 
bama, having previously spent 10 years 
in the company’s traffic departments in 
Knoxville, Chattanooga and Memphis, 
Tenn.; Birmingham, Ala. and Darling- 
ton, S. C. 


He went to Atlanta in 1942 as gen- 
eral traffic toll supervisor and was pro- 
moted to assistant vice president in the 
operations department in 1949. 

Five years later he became general 
manager for Southern Bell in Missis- 
sippi, becoming vice president for the 
state in 1956. 

In 1957 he returned to Atlanta as 
vice president of the company’s mer- 
chandising and marketing department. 
He retired from this post in January, 
1961. 


While in Jackson, Miss. he served as 
chairman of the Industrial Advisory 
Committee for Mississippi State College 
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and as national vice chairman of the 
American Red Cross. 

Survivors include his widow; a 
daughter, Mrs. William P. Furr of 
Jackson; a son Charles Leavitt Turner 


of Atlanta; and three sisters, Mrs. Vir- | 


ginia Matthews, Mrs. George Hylton 
and Estelle Turner, all of Atlanta. 


PAUL C. THOMSON, 68, retired em- | 
ploye of General Telephone Directory | 
Co., died on July 20 in Ocean City, N. | 


J. Mr. Thomson had spent 27 years in 
the telephone directory advertising busi- 
ness. 

He had been associated with Loomis 
Advertising Co. for over 20 years, prior 
to joining the General Telephone Di- 
rectory Co. in 1956. 

At the time of his retirement in 1958, 


Mr. Thomson was sales supervisor for | 


the company in Bloomington, III. 

After his retirement Mr. Thomson 
was a resident of Philadelphia. He is 
survived by his widow, Mrs. Marguerite 


Thomson, and two sons, Frank and 


Paul Jr. 


Centralize Control of 
Defense Dept. Leased Lines 


The Defense Communications Agency 
(DCA) has been appointed by the Sec- | 


retary of Defense as the central con- 


trol point for the management of leased | 
private line communications required | 


by all sections of the Department of 
Defense. 


As of Jan. 1, the Army, Navy and 


Defense telephone service responsibili- | 


ties will be limited to service inquiries 
and preliminary arrangements. 


Final negotiations, issuance of com- | 
munications service authorizations and | 
payment of bills for service will be | 


handled by the Department of the Air 
Force. This establishes the Defense 
Department as a single customer under 
a company’s rate and tariff provisions. 

The plan is not applicable to post, 
camp, station and base local communi- 
cations requirements. 


Up British Telephone Rates 


The British government it was re- | 
ported by the Wall Street Journal on | 
July 25, has increased postal, telephone | 


and telegraph charges in an initial 


move to get Britain’s economy on an | 


even keel. Postmaster General Reginald 
Bevins told the House of Commons the 
new rates are designed to raise Post 


Office revenues by the equivalent of 70 | 
million dollars yearly. The announce- 
ment came 24 hours before the sched- 


uled presentation to Parliament of a 


new austerity program, designed to | 
combat inflation and strengthen the | 


pound. 
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This man is an 
expert in rocketry 


...and in Low 
and Medium Density 
Communications 


\ BUDELMAN is the 


Result: Only BUDELMAN Builds 
the Complete Package... 


reliable, economical, 
compatibly designed Radio and 
Speech Multiplex Systems 

for most systems requirements 


Whatever your microwave need up to 
60 channels, Budelman has the economical 
method of filling it. 


@ Type 14CW-2KMC Microwave Links for 
short-haul gap fillers or multi-hop repeater trunk 
circuits... Straightforward design and 
engineering ...no Klystrons or other critical 
components or circuits ... virtually 
trouble-free. 14CW links and 49A multiplex 
modules were designed for use together... 
prove in where other makes cannot. 


@ Type 14BN/BW-960MC terminals — 

your best buy for “thin-route” multiplex radio 
systems and spur circuits ...for base 

station control, telegraph and telemetering. 
Low-cost companion 450MC equipment also 
available for multi-channel speech circuits. 
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MARKETING MAKES MONEY 


Continued from page 25 


tomers in the conduct of their business. 
Through these contacts, we are build- 
ing customers’ confidence in our ability 
to serve all of their communication 
requirements. As a result of the devel- 
opment of this confidence, it is our 
hope that our business customers will 
consult with us any time they may 
have any communication requirement, 
thus enabling us to meet and beat our 
competition. 


13 Exchanges Cited 

To assist. other companies in making 
preliminary evaluations of the sales 
possibilities in their exchanges, let’s 
review the sales results in a few typi- 
cal exchanges served by General com- 
panies and see if our experience might 
not make it possible for them to make 
some projections. In the following 
examples, the annualized sales figure is 
simply the net increase in billing for 
one month and this figure is then 
projected on a 12-month The 
sales expense is expressed as a per 
cent of the sales revenue that was 
received, and the customers contacted 
is expressed as a percentage of the 
total business customers. It is important 


basis. 


TELEPHONE COMPANIES USE POW-R-SPADE to lay cable and 
conduit. Savings and extra profits on every job. Have your 


@wn machine. No waiting. No delays. 


Digs straight, curves, or angles without special set-up. 


completely assembled. 


OR TEAR OUT THIS AD 


ATTACH TO LETTERHEAD AND 


to think of the revenue that is reported 
in relationship to the customers con- 
tacted during the period that we are 
analyzing. Following are sales reports 


on 13 typical exchanges: 


Exchange—Hopedale, IIl. 
Total telephones 

Period 

Business customers 
Customers contacted 
Annualized sales 
Non-recurr. rev. 

Sales expenses 


Pa 


Exchange—Prospect, O. 
Total telephones .......... 
Period 

Business customers 
Customers contacted 
Annualized sales 
Non-recurr. rev. .......... 
Sales expenses 


590 
Year 1960 


* 


Exchange—Mt. Zion, III. 
Total telephones 

Period 

Business customers 
Customers contacted 
Annualized sales 

Non-recurr. rev. .......... $ 
Sales expenses 


DOW R SPADE 


PORTABLE TRENCHER 








CCA labor saver, 
easy to operate, 
| and profitable 79 


Fast trenching at lowest 
cost. Reduces man-hours 


to minutes. Eliminates dis- 

advantages of sub- 

contracting. A _ profitable, 
inexpensive machine to 
own and operate. 

@ Digs 3 in. wide by 1 to 24 in. 
deep; or 4 in. wide by 18 in. 
deep 

@ Light weight, compact, portable 

@ Since 1956 satisfied users all 
over U.S. A. 

© Dependable trouble-free trench- 
ing at lowest cost. 

© Digs 1% to 17 ft. per minute, 
depending on soil conditions 

FOR FREE BOOK 

ON POW-R-SPADE 
AND PRICES 

CALL COLLECT 
788-9527 


MAIL DIRECT 


STAMPINGS, INC, 
Dept. N, Rock Island, Illinois 


Comes 


One man operation from start to finish. 


Exchange—Dunlap, Ind. 

Total telephones 

Period Year 1960 
Business customers 60 
Customers contacted 63% 
Annualized sales $ 3,169 
Non-recurr. rev. .......... $ 234 


* * * 


Exchange—Churubusco, Ind. 
Total telephones 

Period 

Business customers 
Customers contacted 
Annualized sales 
Non-recurr. rev. .......... 


Year 196( 


* * * 


Exchange—Fairbury, III. 
Total telephones 

Period 

Business customers 
Customers contacted 
Annualized sales 
Non-recurr. rev. .......... 
Sales expenses 


1,603 
Year 1960 


* 


Exchange—Greenfield, O. 
Total telephones 

Period 

Business customers 
Customers contacted 24% 
Annualized sales $ 4,255 
Non-recurr. rev. .......... $ 520 
Sales expenses 


Year 1960 


* 


Exchange—Washington, III. 

Total telephones 2,584 
Period Year 1960 
Business customers (f 
Customers contacted 5 
Annualized sales 

Non-recurr. rev. 

Sales expenses 


ok 


Exchange—New Haven, Ind. 
Total telephones 

Period 

Business customers 
Customers contacted 
Annualized sales 
Non-recurr. TeV. .......... 


3,182 
Year 1960 


* * a 


Exchange—Bryan, O. 
Total telephones .......... 
Period 

Business customers 
Customers contacted 64% 
Annualized sales $ 15,448 
Non-recurr. TeV. ....-0+00. $ 4,520 
Sales expenses 


4,300 
Year 1960 
400 


* 


Exchange—Greencastle, Ind. 
Total telephones 
Period 

Business customers 
Customers contacted 81% 
Annualized sales $ 20,294 
Non-recurr. rev. .......... $ 1,834 


4,906 
Year 1960 
359 


* * * 


Exchange—Valparaiso, Ind. 
Total telephones 
Period 

Business customers 
Customers contacted 85% 
Annualized sales $ 57,737 
Non-recurr. reV. .......... $ 4,898 
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9,895 
Year 1960 
694 





Exchange—New Philadelphia-Dover, O, 
Total telephones 13,203 
Period Year 1960 
Business customers 1,156 
Customers contacted 76% 
Annualized sales $ 48,815 
Non-recurr. rev. .......... $ 8,485 
Sales expenses 12% 


Showed Customers’ Needs 
These 13 exchanges range in size 
from one with 461 total telephones to 
one with slightly more than 13,000 tele- 
phones, and it will be noticed that all 


of them are located in mid-western | 
states. They are quite typical of, and | 


possess characteristics similar to, com- 
munities served by most Independent 
telephone companies. For this reason, 
I would not hesitate to suggest that 


any company use our experience in | 


analyzing its market potential. 


As an additional aid to other com- | 
panies in evaluating their sales possi- | 


bilities, a partial list of the products 
and services that were sold in the 


above listed 13 exchanges is given in | 


Table 1. 

The variety, as well as the quantity 
of products and services that were 
sold gives positive evidence of the need 
of our business customers for improved 
communications. I can assure you that 
there is no hesitarcy on the part of 
the business customer to pay the in- 
creased cost of improved communica- 
tions facilities, once he has had the 


opportunity to be exposed to the bene- | 
fits that he can derive from the instal- | 


lation of them. These sales results in 


FOR THE 
TELEPHONE INDUSTRY 


_MAGNOLIA SLIP PROOF WAX 
M-666 


Telephone Company floors fortified with Magnolia Slip 
Proof Wax assures safer footing for all walks of life. It 
produces a lusterous finish without polishing but, also, 





gives protective finish that is long wearing, scuffs to a 
minimum. Magnolia Slip Proof Wax spreads easily and 
smoothly. 


Approximate coverage fifteen hundred to two thousand 
square feet per gallon. Drying time thirty minutes. 


MAGNOLIA TELODET CLEANER 


MP-3 


Non-Toxic, Non-Inflammable 
REMOVES: GREASE, OIL, WAX, GUM, DIRT, DYE, SOAP, LIGHT CARBON, ETC. 





the 13 exchanges represent a signifi- | 
cant improvement in the services we | 

. . . | 
are furnishing to the business cus- | 


tomers. 


Good for Any Company 
Based on our experience, I feel I 
can assure any company that a care- 
fully-planned presentation of its prod- 
ucts and services to business custom- 
ers by a well-qualified and equipped 


sales force, will bring similar sales rev- | 
enues; will effect an improvement in | 
the service to customers, and when com- | 
bined with an adequate pricing struc- 
ture will make a very substantial con- | 


tribution to the company’s profit. 


If a company’s problem is one of | 


inadequate pricing, it can take a major 
step toward improving its possibilities 


of correcting the situation by exposing | 
business customers to the many bene- | 


MAGNOLIA WAX REMOVER 


CF-5230 
“THE CLEANER DOES THE WORK” 


Formulated to do the most rugged cleaning jobs, such 
as removing scum, ground-in dirt and Wax Films, without 
harming the finest floor surfaces. Magnolia Wax Remover 
contains special soaps, detergents and sequestering agents 
selected for cold and hard water efficiency. “Triple-ac- 
tion" of Magnolia Wax Remover penetrates the dirt and 
film rapidly—holds the “wet dirt" in suspension on the 
surface—allows it to be thoroughly and completely 
"rinsed" from the floor. 





fits they can receive from good, com- | 


plete, tailor-made communications. As | 
a direct result of experiencing these | 
benefits personally, customers develop | 


an appreciation of the value of good 


communications in the conduct of their | 
business and, as a result, they offer | 


MAGNOLIA CHEMICAL CO., INC. 


CHICAGO © LAFAYETTE, IND. © TAMPA © DALLAS © LOS ANGELES 


Order from your Telephone Supply Distributor 


less resistance to a price adjustment. | 


Our experience has been that, when | 
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a businessman proves to himself that 
improved communicatiors work for him, 
he does not object to paying a reason- 
able price for this proven worth. 


Work To Better Results 


We consider the developmental por- 
tion of the sales phase of our long- 
range marketing plan to have been 
completed, and our efforts in the future, 
with regard to the sales portion of the 
marketing job, will be devoted to im- 
proving our performance, our service 
and our results. Sales has been referred 
to as the cutting edge of marketing; 
we now feel that we have this cutting 
edge working for us and from here on 
it will be a matter of continuous sharp- 
ening. 

Taking full advantage of the experi- 
ence gained from the introduction of 
the business market sales effort, our 
marketing people collaborated with the 
Commercial Department in the develop- 
ment of a planned program designed 
to give us similar coverage in our resi- 
dential customer markets. 

Each of our operating companies has 
appointed a Residential Sales Admin- 
istrator, who is charged with the 


responsibility of attaining the objec- 
tives that were established. These men 






ARPS 


MODEL L-12 


® DIGS 


were given complete training in the 
field of sales, sales motivation, sales 
training and sales management. They 
also were equipped to introduce this 
complete program to their respective 
companies, and to train both the cus- 


tomer contact employes (Plant and 
Commercial) as well as all other 
employes, to analyze each customer 


contact, and to recognize a situation 
where an additional service would be 
of benefit or convenience to the cus- 
tomer, and then present the sales pro- 
posal in a pleasing, persuasive manner 
and, if possible, to effect the sale. 


Training Still In Progress 


We are firmly convinced that we are 
now giving improved service to our 
residential customers as a result of 
these well-trained, fully-qualified em- 
ployes, acquainting customers with the 
many products and services we have 
available and which increase the value 
of their present service. 


The training phase of this sales effort 
is still in progress, but the preliminary 
results clearly indicate that it is being 
well received by our customers and our 
employes, and that it is filling a basic 
requirement that was needed in order 
for our companies to provide customers 
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with complete, modern communications 
tailored to meet their needs and desires. 


Unit Marketing Research 


I believe this residential sales pro- 
gram is a good illustration of the 
contribution to a company’s over-all 
welfare and performance that can be 
realized as a result of those charged 
with the marketing responsibility as- 
sisting the long-established departments 
to develop a tool that will be effective 
in gaining maximum customer satis- 
faction and a resulting increase in the 
company’s profits. 


At the present time, we are in the 
process of introducing marketing re- 
search into our operating companies. 
Our plans in this area call for this 
function to be under the direction of 
the Marketing and Sales Manager; 
however, it is expected that the serv- 
ices of the marketing research section 
will be available to all departments 
and all areas of the company. 


We look upon marketing research as 
a technical capability that will aid us 
in pinpointing problem areas, assist in 
giving direction to the development of 
the best possible solution, and to offer 
specific recommendations designed to 
assist the company to meet its various 
objectives. The primary responsibility 
of the marketing research will be to 
aid the individual company in solving 
its specific problems—with the GT&E 
Service Corp., serving as the point of 
coordination for projects applicable to 
more than a single company. 

It would be premature at this time 
to attempt a discussion of how we 
propose to develop the last two phases 
of the long-range marketing plan. We 
are hopeful, however, that we will have 
both of them completed by the end of 
1963. With the completion of the two 
remaining phases we believe that we 
will be in a position to realize our basic 
objective of the marketing function 
in our General telephone companies. 


We will have the tools to enable us 
to determine our customers’ wants and 
needs; to intelligently interpret these 
into the development and manufacture 
of the most acceptable products; to 
promote, through coordinated effort, 
the maximum sale at a minimum of 
expense, and to have all of our em- 
ployes cognizant of the importance of 
their job to the attainment of this ob- 
jective. 

We might consider that these four 
phases of our marketing plan provide 
the spokes making up our wheel of 
fortune: (1) The wheel received its 
initial impetus from the introduction 
of the sales function in the business 
market; (2) it gained increased mo- 
mentum from the introduction of the 
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a FIRST look... 


New Airtronics MULTI-PURPOSE, PORTABLE test hybrid set 


CHECK THESE SPECIFICATIONS 

120P Repeat coil hybrid, specially adjusted for high 
trans-hybrid balance 

128 type low pass filter 

Precision 1% capacity decades on NBO 


internal switching provided for two most commonly 
used networks 


Plug-in network arrangement, compromise net built in 


Line and Net simplex leads brought out to pin jacks on 
front panel for special testing procedures 


Convenient pane! lay-out, jacks and binding posts to 
facilitate connection to line or external circuits 


600 ohm impedance on 4 wire legs 


900 ohm impedance on line, (a built-in switch permits 
change to 1500 ohm impedance line) 


- ALSO AVAILABLE 


External decade capacitor and variable resistor (3 
terminal) for use in locating cable opens, for com- 
promise net, etc. 


Plug-in dial to facilitate testing procedures 


& makes acceptance tests easier, faster 
€ locates cable opens accurately 
€ accommodates standard networks 


Now, a completely portable precision test hybrid for transmission 
engineers and testers — ruggedly built, and packaged for maxi- 
mum convenience and flexibility. Use Airtronics new Test Hybrid 
Set for cable and trunk acceptance tests, circuit evaluation, capacity 
balance tests, acceptance and evaluating tests using Singing Point 
or Return Loss techniques, plus other specialized applications. Use 
it, too, to locate — with Airtronics unique new “Cable Locator’ — 
some of those “lost” cable pairs currently unavailable for use be- 
cause of opens! This exciting innovation in telephone test equip- 
ment determines, with new accuracy, distance to an open end — by 
a capacity comparison method, with capacity measured to +1%. 

Modernize — simplify — your testing procedures with the new 
Airtronics Multi-purpose Portable Test Hybrid Set, Model 20B. 
It is designed to use standard type 115H or 115AL Precision Net- 
works, available in all toll offices. 


P.O. Box 8576, Fort Lauderdale, Florida (6900 West Road 84) 





CEECO TYPE C2 2 5 


GALVANIZED STEEL CASE ASSEMBLIES 


FOR UNDERGROUND (VAULT MOUNTING), 
CONTAINING 4 TO 460 UNITS. 


@ LEAD STUB ASSEMBLIES ARE 
PRESSURIZED. 


@ PLASTIC STUB ASSEMBLIES ARE 
SEALED IN THERMOPLASTIC 
COMPOUND. 


These assemblies can be equipped with loading 
coils, capacitors, inductors and MF units. 


Write us for assistance on your loading problems. 
CEECO 


TYPE C225 . ; 
ASSEMBLY equipment supplier. 


CEECO assemblies are sold by your telephone 
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When a directory advertising salesman calls on YOUR customer 
Be confident of the integrity of the man. 
LET SUTTLE MAKE YOUR DIRECTORY 
Suttle salesmen are carefully chosen, thoroughly trained, and 
constantly aware of the trust you place in them. 


THEY BUILD GOOD WILL AND PRODUCE MORE REVENUE 


For Further Information Call or Write 


SUTTLE DIRECTORY COMPANY 


401 N. 15th St. (Cooperative Plan) Telephone 782 
LAWRENCEVILLE, ILLINOIS 
Modern Styling Highest Quality 





planned residential sales program; (3) 
further stimulus will be contributed by 
the marketing research recommenda- 
tions which should result in new and 
improved products; (4) these products 
will be more favorably received by our 
customers and through this favorable 
reception we will generate employe 
enthusiasm and participation, thus giv- 
ing us better information concerning 
our customers’ needs and wants, this, 
again, resulting in improved products 
and increased sales and greater employe 
understanding and acceptance. 


This process continues ad infinitum, 
expanding its benefits and developing 
greater potential at every turn. 

(To Be Continued) 


Fifty-four Attend Telephone 
Engineering Conference 

Fifty-four engineering executives 
from telephone companies in 18 states, 
Colombia and Canada concentrated on 
problems of economics and finance at 
the fifth annual Telephone Engineering 
Conference held from July 14 to July 
25 at Michigan State University, East 
Lansing. 

The conference was sponsored by the 
United States Independent Telephone 
Association and the MSU College of 
Engineering. 

An expert staff drawn from industry 
and the MSU faculty directed classes 
in economic concepts, cost considera- 
tions in engineering, economic forecast- 
ing, the science of communication, en- 
gineering design and other subjects 
during the three-week seminar at the 
Kellogg Center for Continuing Educa- 
tion. 


In addition, three outstanding guest 
speakers were secured to give the par- 


Cover Photo 


Pictured on our front cover, are 
the following gentlemen: 


First Row—FRONT— Messrs. 
Dallman, Landers, Pedrick, Carr, 
Story, Haver, Helms, Tabanelli, 
Curl, King, Ericson, Collins, Neal, 
Koon, Bishop. 

SECOND Row—Messrs. McDon- 
ald, Juergens, Seward, Sheetz, 
Hernandez, O’Rourke, Hinshaw, 
Niziolek, Smith, Wenstrom, Traut, 
Ross, Ritland, Williams, Ritter, 
Adams. 

Tuirp Row — Messrs. Miller, 
Mulholland, Pew, Davis, Bowen, 
Hamilton, Lowe, Musselman, Hunt, 
Kirby, Nelms, VanderBent, Han- 
kinson, Sissons. 

FourtH Row—BACK — Messrs. 
Shaw, Wivel, Prigmore, Wirtz, 
Kumata, Coffman, Gruehr, Hen- 
dry, Flowers, Elrod, Brown, 


Walker, Hu. 
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ticipants a glimpse into current research 
and future developments. 

Frederick L. Kahn, director of tele- 
phone switching system development 
for Automatic Electric Laboratories, 
Inc., spoke to the group on toll ticket- 
ing equipment, automatic number iden- 
tification and all-number-calling. 


Robert R. Dobbin, chief engineer for 
General Dynamics/ Electronics, reported 
on the status of the development of 
electronic switching equipment and its 
use on a commercial basis. 


J. H. Felker, assistant chief engineer 
for American Telephone & Telegraph 
Co., discussed such future wonders as 
commercial communications satellites 
and television telephone. 


NEW DEVELOPMENTS 


Continued from page 23 


cab and requires only 18 inches to 26 
inches mounting space, depending upon 
the mounting and jack choice. The 
derrick, including the base, superstruc- 
ture and hydraulic outriggers, is built 
as an integral unit to minimize body 
and derrick stresses. 

Seated in the crow’s nest, the opera- 
tor has an unobstructed view of his 
work area and can dig, “live boom” up 
to 9,000 pounds, rotate 360 degrees in 
either direction and extend and retract 
the 7-foot boom. Foot pedal controls 
rotate the derrick and operate the dig- 
ger; the derrick vertical movement and 
boom extension and retraction opera- 
tions are controlled by hand levers. 

The derrick has a head sheave height 
of 32 feet maximum, 30 inches mini- 
mum, operating through a range of 
108 degrees. It has an offset sheave 
design which holds the pole away for 
the derrick leg, thus providing addi- 
tional clearance for pole handling. 

As optional equipment, Holan offers 
the same semi-automatic locking device 
for the earth borer as that used on the 
Model 7500 corner derrick. The device 
locks the earth borer to the extendible 
boom for digging, and automatically 
locks the borer to the end of the main 
boom when retracted. A Fiberglas boom 
extension with or without bucket is 
available as optional equipment. 

Diagonal slide-out type hydraulic out- 
riggers provide a 134-inch span for sta- 
bilizing the unit. Fold-over type out- 
riggers can be used, providing a 160 
inch stabilizing span. 

The standard unit has a hydrauli- 
cally-driven winch mounted in the base 
of the derrick. As an option, the winch 
can be mounted in the rotating super- 
structure. 

We 


Boom Elbow. (Fig. 40). Bucket access 
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from the floor of the body is an exclu- 
sive feature of the LD-40 boom elbow 
now being manufactured by Holan 
Corp. 


The new elbow reaches to a working 
height of 40 feet and can be operated 
by one man. It is ideal for mid-span 
trouble work, installing customer serv- 
ice from pole or mid-span, inspection 
of insulators, and telephone drop in- 
stallations from mid-span, according to 
the manufacturer. 


In addition to the bucket which rests 
on the floor of the body, the elbow in- 


corporates several features which in- 
sure stability and maximum range 
without the use of outriggers. Using 
the same reverse offset superstructure 
and torsion bars designed for the Holan 
Squirt Boom, the LD-40 provides an 
aerial nest in all positions. It can be 
mounted on an 84-inch CA, 14,000# 
GVW chassis. 

The metered remote controls are lo- 
cated on the inboard edge of the bucket 
and the slave and main controls on the 
superstructure. The bucket is suspended 
in an offset yoke (patents applied for) 


ONLY KWAL-KRETE 


: oot Bp Paint. They know that KWALKRETE alo 
in its class, both seals the concrete surface from OUTSIDE mois. 
‘ture and lets moisture caused by condensation INSIDE the struc- 
ture escape through evaporation. Next time you paint specify 
KWAL- KRETE, developed specifically to seal, protect and 


beautify concrete. 


AWA 


y ecepec on in Paint 


FREE! KWAL-KRETE KIT 


For full information and specifications 
on KWAL-KRETE, together with a 
color card, write your name and title 
on your letterhead and mail to: 
KWAL PAINTS, INC., 800 Water St., 
Denver, Colorado. 





ATTENUATION db/MILE AT 68°F 


CARRIER 
APPLICATION 
IS POSSIBLE 
with 

WHITNEY BLAKE 


JACKETED-PAIR 
DISTRIBUTION WIRE 


JACKETED-PAIR now makes possible the use of 
carrier equipment as a result of the relatively 
small change and low level of attenuation. For 
example, at 400 kilocycles, the attenuation for 
PE-15 type increases106% from dry to heavy rain 
while JACKETED-PAIR increases only 12% at’ 

this frequency. 








i ta 
ATTENUATION AE | a = rTTT 
6 PAIR WG 
IBUTION 


DISTRIBUTION WIRE t 


WHITNEY BLAKE COMPANY | 


JACKETED-PAIR | HEAVY RAIN 
MULTI- PAIR CONSTRUCTION i 


REA PE-IS (MARCH 1960) as eS Aa tT ; “| DRY |* 
{fd + + +—_+—_ + 4+ ++ 4 + 71 pry |b Tt 
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FREQUENCY — KILOCYCLES 


Write for full details 
shown in FREE Bulletin T-6 


NEW HAVEN 14, CONN. 
Telephone CHestnut 8-5515 TWX: NH 84 


Fig. 40. Boom elbow. 


to facilitate bucket entry, increase ver- 
satility and working range, and pro- 
vide a lower stored height (10 feet). 

The lower arm of the elbow travels 
102 degrees, the upper arm 135 degrees 
and the unit carries a payload of 300 
pounds in all positions. Both arms are 
actuated by identical hydraulic cylin- 
ders with integral pilot check valves. 
The elbow rotates 360 degrees continu- 
ously in either direction and is self- 
locking. 

A triple-cylinder type hydraulic par- 
allelogram system keeps the bucket level 
at all times. The molded Fiberglas re- 
inforced plastic bucket, yoke and upper 
arm can withstand a bucket-to-ground 
test in excess of 100,000 volts (AC). 

The LD-40 is available with a straight 
yoke which increases top working height 
by 18 inches. Because the over-all 
length of the unit is increased by the 
straight yoke, a longer body chassis is 
required when the optional yoke is used. 

(To Be Continued) 


Inter-Mountain Company 
Workers Reject CWA 


A recent National Labor Relations 
Board election among employes of the 
Inter-Mountain Telephone Co., Bristol, 
Tenn., was held to determine whether 
the Communications Workers of Amer- 
ica (AFL-CIO) should represent Inter- 
Mountain’s employes. 

By a vote of 407 to 253, the com- 
pany’s personnel rejected affiliation 
with the CWA. 


Named to N. Y. Company Post 

Leo T. Neugebauer Jr. has been ap- 
pointed assistant treasurer of the Wal- 
den (N. Y.) Telephone Co., it was 
reported on July 22. Mr. Neugebauer 
is a graduate of St. Vincent College, 
Latrobe, Pa. 
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In the USITA (United States Independent 
Telephone Association) the communications 
industry has a force of sound, practical objec- 
tives. The dynamism of the program which 


motivates the USITA stems from the 
Independents themselves. For it is their 


promotes service alms awareness. of their responsibilities that 


accounts for the fact that in the USITA 

scheme of things service to subscribers is 
of Independent telephony of primary and paramount importance. 

(This advertisement is not fo be construed as an endorsement of any 

product by the United States Independent Telephone Association.) 


Beginning its second half-century of service to subscribers 
throughout eastern and central Texas, the Gulf States aS demonstrated by 
Telephone Company recently marked its 50th Anniversary 
with the opening of this modern exchange building in 


Athens, Texas. The multiple booth installation pictured GU LF ST ATES 
consists of three Sherron Model 18-S Type 1A acoustic steel 
telephone booths, modified to include entire stainless steel 
front sections with display section at one end. According to 


Mr. Rolla L. Johnson, vice-president and general manager, T E [ F- P ri 0 N F 
these booths are both summer-and-winter air-conditioned. 
This convenience is typical of the resourcefulness of Gulf 
States in providing its patrons with the finest in communi- 
cations facilities. Cc O INI PA N Y 


There's o Sherron booth for every location and budget in either zinc coated or stainless steel 


SHERRON METALLIC CORP., 1201 FLUSHING AVE., BROOKLYN 37, N.Y. 
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Measure 
Va h’arolt-jt- tales — 


at 


a <2 


records 100,000 ft. 
automaticaly / 

It’s So Easy to measure with a Rolatape 

...and you save time on every estimating 

job...no tapes to wind, no helper is re- 


quired. You get precision-accurate meas- 
urements every time. 


Records Feet automatic- 
ally and the accumulated 
total is always in full view. 


Shows Inches, and Frac- 
tions of an inch. Wheel is 
calibrated in inches and 
fractions for quick easy 
reading. 


Shows Tenths of a foot. 
Wheel is calibrated in tenths 
onreversesideforengineers. | 


There is a variety of 
Rolatape Models to 
suit your needs. 
See them at your 
local dealers. 


Write for 


information and 
name of local 
dealer today! 


Rolatape, Inc., 
1741 14th St., 
Santa Monica 2, 
California 





IN THE NATION'S CAPITAL 


Concluded jrom page 20 


of my favorite boasts is that never, in 
the entire 25% years, have I missed 
one deadline or scheduled assignment. 


Aside from the “luck of the Irish,” I 


| could not have made that record with- 


out plenty of intelligent help from the 
splendid editorial staff in Chicago. 

But the passage of time seems to 
bring with it an inevitable accompani- 
ment of growing demands on time and 
energy. With the steady expansion and 
increasing editorial requirements of 
Public Utilities Fortnightly, of which I 
shall continue as editor as well as other 
professional and teaching commitments, 


I felt that I could no longer carry the 
responsibility of Washington editorship 
for TELEPHONY and do it full justice. 
The editor and publishers of TELEPH- 
ONY have agreed and so we came to the 
end of a long and, I hope, useful edi- 
torial assignment. For reasons already 
explained, however, I shall not sign my 
customary “30” to this final dispatch 
with such dramatic English phrases as 
“farewell” or “good-by,” or the Latin 
“hail and farewell” (ave atque vale!). 
I much prefer the French “till we meet 
again” (au revoir) or even the more 
familiar expression of the convention 
Joes, “Be seeing you around!” 


BROADER VIEWPOINT NECESSARY, CALIFORNIANS TOLD 


Concluded trom page 31 


Another convention speaker was Sea- 
bron Calhoun, public relations director 
for Hawaiian Telephone. He discussed 
his company’s public relations and ad- 
vertising programs. 


A briefing session on Hawaii’s econ- 


| omy was presented by Hawaiian Tele- 


phone officials, including Mr. Atherton, 


| John J. Jaquette, vice president and 
controller ; 


James Wilkinson Jr., as- 
sistant to vice president Ralph O. Beck, 


| and Robert Tom, tax analyst. 


Tours were conducted to Hawaiian 
Telephone’s overseas, plant, traffic and 
commercial facilities. The company’s 


| annual report film, “Calling 1960,” was 


shown. 


Convention delegates adopted a reso- 
lution requesting the Federal Commu- 
nications Commission to take no action 


on a reduction of interstate telephone 
toll rates without giving consideration 
to the effect of such reduction on the 
earnings of Independent telephone com- 
panies. The FCC is holding prelimi- 
nary discussions in Washington with 
the Bell system on a possible rate re- 
duction. 

Directors serving for the 1961-62 
term are: John H. Evans of Patterson, 
Harlan W. Holmwood of Santa Monica, 
J. P. Maguire of Bakersfield, Peter A. 
Nenzel of San Francisco, W. Gilman 
Snyder of Weaverville, Allan A. Stacey 
of Sunland and Donald H. Strahl of 
Gilroy. 

Officers are: President, Mr. Snyder; 
first vice president, Mr. Stacey; second 
vice president, Mr. Nenzel, and secre- 
tary-treasurer, Neal C. Hasbrook of 
San Francisco. 





These telephone executives attended the 18th session of Columbia University’s 
Executive Program in Business Administration held, at Arden House, near New 
York City, June 11-July 22. Right to left: Howard M. Smith, general commercial 
manager, The Chesapeake & Potomac Telephone Co. of Maryland; Evert F. Nel- 
son, vice president and regional general manager, The Reuben H. Donnelley 
Corp.; Richard T. Dugan, assistant vice president, Long Lines Department, Ameri- 
can Telephone & Telegraph Co.; and George H. Ruschhaupt, assistant vice presi- 

| dent, The Bell Telephone Co. of Pennsylvania. Now in its 10th year, the Program, 
part of the Graduate School of Business, is a six-week course of study for senior 
executives in various industries, and covers problems in internal administration, 
economic forces affecting business leadership, and effective executive action. 
Hoke S. Simpson is director. 
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NEW! Self-Bonding NAMEPLATES 
Fast, Permanent Identification 


(Sa TN 

(OEM OR @)) 
af he 

LINE VOLTAGE CONNECTED 

TO TERMINALS 3 & S$ GIVES 
ONE ROTATION 

LINE VOLTAGE CONNECTED 


TO TERMINALS 4 & S$ GIVES 
OPP ROTATION 


POLY-PLATES — Made of Miracle Mylar* with per- 
manent, Sub-Surface Metalized printing. Unlimited de- 
sign possibilities. Self-bonding. 


QUIK-PLATES — Colorful Anodized Aluminum Name- 
plates with permanently etched printing. Four Applica- 
tion Methods. 


BRADY-CALS — Pressure-Sensitive, superthia Vinyl or 
Mylar*. Top-Surface Printed. Low Cost. 


LITHO-PLATES — Surface-Printed Bright Aluminum 


Nameplates. Self-Bonding. 
*DuPont’s Reg. T.M. 


Write for free testing samples and literature. 
w. H. FET co.. 736 W. GLENDALE AVE., MILWAUKEE 9, WIS. 
Manufacturers of Quality Pressure-Sensitive Industrial Tape Products, 


Self-Bonding Nameplates, Automatic Machines for Dispensing Labels, 
Nameplates, Masks and Tape e Est. 1914 


BINDERS FOR TELEPHONY 


You would appreciate TELEPHONY more if 
you systematically saved each copy after you had 
read it. Often, you have no immediate need for 
the information contained in the article you are 
reading, but it will prove invaluable two, four 
or six months later. Requests for back numbers 
of TELEPHONY prove this. 


Why not order a binder for a six-month supply 
—one that will enable you to file each copy after 
you have read it, without punching or mutilation 
of any kind. No cutting or pasting is necessary. 
No more dirty, torn or dog-eared magazines. The 
magazines can be removed at any time later if 
desired. You have the complete six-month file 
of copies for ready reference. 


The binder is made of durable, leather grained 
imitation leather over stiff boards. It would be 
an attractive addition to any home or library. 


You will get full value out of TELEPHONY by 
saving your copies. The binder costs only $4.50 
and it will last for many years. 


Onder. Now 
TELEPHONY PUBLISHING CORPORATION 


608 S. DEARBORN ST. CHICAGO §, ILL. 
WABASH 2-2435 
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Ask the 
man who 
TEI 


HE’LL TELL YOU WHY 
RYCOM 
FREQUENCY SELECTIVE 
VOLTMETERS 
ARE BETTER!!! 


SRLECIVE 
enw Meee > | 


SPECIFICATIONS 


FREQUENCY LEVEL TYPICAL FILTER 
RANGE SELECTIVITY | FULL SCALE| ACCURACY SELECTIVITY 





60 Cycles 30 Cycle or + .5db —80 30 CYCLE 

to 4 50 Cycle to +32dbm FILTER 

300 Cycles to 6édb— 35 Cycles 
4 Kilocycles 60db—250 Cycles 


300 Cycles 50 Cycle or —68 to + .5db —80 50 CYCLE 

to 400 100 Cycle +32dbm | to +32dbm FILTER** 

Kilocycles Filter* 300 to 6édb— 60 Cycles 
400 Kilocycles | 60db--450 Cycles 


SPURIOUS RESPONSE: Below 60db 100 CYCLE 
LOW INTERMODULATION: Below 60db FILTER 


Kilocycles Filter 


POWER REQUIREMENTS: 115 V. A.C.—50/60 Cycles. 


(STANDARD) 
WEIGHT: 28 Ibs. 


6db—140 Cycles 
60db—900 Cycles 


* Including a wider filter and demodulator for 
monitoring SSB, AM and FM signals. 


This instrument utilizes the heterodyne principle with balanced 
modulation and highly selective crystal filters which achieve the 
high resolution needed for accurate amplitude measurements of 
Carrier and Microwave Sub Carrier channels. Direct reading in 
DBM for 135 and 600 ohm circuits or bridging. Offers fast accurate 
amplitude measurements throughout the frequency spectrum of 
300 cycles to 400 ke. PRICE: $795 F.O.B. RAYTOWN, MISSOURI. 


**50 cycle filter model priced slightly higher. 
Write, Wire or Phone for Additional information 


Y COM. 


A Division of RAILWAY COMMUNICATIONS, INC. 
9351 EAST 55TH ST., RAYTOWN. MISSOURI, PHONE: FLEMING 3-2100 
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LIGHTWEIGHT= SMALL DIAMETER 
INSIDE/OUTSIDE STATION WIRE WITH 
HIGH-DENSITY POLYETHYLENE INSULATION 


Here’s what you get with new improved Inside/Outside Station Wire: 
@ smaller, neater looking wire 


@ faster installations: wire trains easily due to 
reduced size, installs with staple gun 


@ improved electrical and physical properties 
@ twisted conductors to prevent cross-talk on multiple long runs 


@ high density polyethylene color-coded insulation 
with weather resisting vinyl jacket for easy stripping 


@ lower cost 


Another example of how Alphaduct makes available to you the best in 
new product developments. Insist on Alphaduct Inside/Outside station 
wires, the newest and finest . . . available either twisted or paired. 


Nationa! Distributors: 
Automatic Electric Sales 
Corporation, Northlake, 
\Nlinois; Leich Sales Cor- 
poration.427W. Randolph 


Street, Chicago, Illinois. 


ALPHADUCT 


Regional Distributors: 
Buckeye Telephone & 
Supply Co., Columbus 
Ohio; The Lindsay Tele- 
phone Supply Co., Cleve- 
land. Ohio; Pankey Supply 
Co., Charlottesville Va. 


| reflected in 
| rates. 


| U.S. Invites All Nations to 


Participate in Satellite System 
All nations have been invited by 


| President Kennedy to participate in a 


communications satellite system. 


The objective, he said on July 24, 
is to promote the cause of world peace 
and closer brotherhood among peoples 
of the world. 


In a policy statement, the President 
said private ownership and operation 
of the U.S. portion of the system is 
favored, provided such ownership and 
operation meets various stated require- 
ments. 

Mr. Kennedy said science and tech- 
nology have progressed to such a de- 
gree that communication through the 
use of space satellites has become pos- 
sible. 


“Through this country’s leadership, 
the competence should be developed for 
global benefit at the earliest practicable 
time,” Mr. Kennedy stated. 


Mr. Kennedy said private ownership 
and operation of the U.S. part of the 
system is favored provided these re- 
quirements are met: 


(1) New and expanded international 
communications services be made avail- 
able at the earliest practicable date. 

(2) The system is global in coverage 
so as to provide efficient communica- 
tion service throughout the whole world 
as soon as technically feasible, includ- 
ing service where portions of the cov- 
erage are not profitable. 

(3) Opportunities for foreign par- 
ticipation through ownership, or other- 
wise, in the system. 

(4) Nondiscriminatory use of an 
equitable access to the system by pres- 
ent and future authorized communica- 


tions carriers. 


(5) Effective competition, such as 
competitive bidding, in the acquisition 
of equipment used in the system. 

(6) Structure of ownership or con- 
trol which will assure maximum pos- 


| sible competition. 


(7) Full compliance with antitrust 
legislation and with regulatory controls 


| of the government. 


(8) Development of an economical 
system, the benefits of which will be 
overseas communication 


Mr. Kennedy, outlining the policy of 
government responsibility, said that in 


| addition to its regulatory functions, the 


government will: 


(1) Conduct and encourage research 
and development to advance the state 


| of the art of satellite communications. 


(2) Conduct and maintain supervi- 
sion of international agreements and 


| negotiations. 


(3) Control all launching of U.S. 
spacecraft. 
(4) Make use of the commercial sys- 


| tem for general governmental purposes 
| and establish separate communications 


satellite systems when required to meet 
unique government needs, which can- 
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not, in the national interest, be met by 
the commercial system. 

(5) Assure the effective use of the 
radio frequency spectrum. 

(6) Assure the ability to discontinue 
the e.ectronic functioning of satellites 
when required in the interest of com- 
munication efficiency and effectiveness. 

(7) Provide technical assistance to 
newly developing countries, to help 
maintain an effective global system as 
soon as practicable. 

(8) Examine with other countries 
the most constructive role for the 
United Nations in international space 
communications. 


The National Aeronautics & Space 
Council will provide policy coordination 
and also have responsibility for recom- 
mending to the President any actions 
needed to bring about full and prompt 
compliance with the policy. 


NASA, AT&T Agree to Launch 
Two Satellites in 1962 


The National Aeronautics & Space 
Administration and the American Tele- 
phone & Telegraph Co. on July 28 
signed an agreement under’ which 
NASA will launch two and perhaps 
four communications satellites in 1962 
for AT&T. 

The company will build the satellites 
at its own expense and will reimburse 
NASA for launching and tracking costs. 
Cost per launching is estimated at 6 
million dollars. The two-launching 
schedule calls for one in April, the 
other in October. 

The federal government receives li- 
cense to inventions made under the 
agreement and the right to sublicense 
under certain conditions. 

NASA also plans to launch in 1962 
a communications satellite of its own 
which is being built under contract by 
Radio Corp. of America. Both programs 
contemplate developing a world-wide 
satellite communications system which 
would be privately owned and operated. 


Civil Defense Communications 
Under Secretary of Defense 


Effective Aug. 1, President Kennedy 
has transferred almost all civil defense 
responsibility to the Secretary of De- 
fense. The Office of Civil and Defense 
Mobilization will become the Office of 
Emergency Planning. 

The Secretary of Defense is now di- 
rectly responsible for “all functions 
pertaining to communications, includ- 
ing a warning network, reporting on 
monitoring, instructions to shelters and 
communications between authorities .. . 
develop (ing) plans and operate (ing) 
systems to undertake a nationwide 
postattack assessment of the nature 
and extent of the .damage resulting 
from enemy attack and the surviving 
resources, including systems to monitor 
and report specific hazards resulting 
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..discorded? Not a Commercial 
Cord! You get long, reliable, 
noise-free service—whether 
it’s a straight patch cord, or 
a Spiraflex® retractile...nylon 
covered or PVC...standard or 
special. M@ Bonus: get any 
quantity of any cord almost 
immediately. Full stocks of 
quality Commercial Cords are 
spotted coast to coast. @ 


-~ ca 


Get catalog, samples, prices 
from Commercial Cord Co., 
Clifton Springs, N.Y. Dis- 
tributed by: Leich Sales 
Corporation, 427 W. 
Randolph Street, 
Chicago 6, Illinois, 
Automatic Electric 
Sales Corporation, 
Northlake, Illinois. 


COMMERCIAL CORD e 
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Division of 
WESTERN UTILITIES 
. Corner. 


”~ o-.* 


A complele telephene directa 
P prblithing Service 
ory ces 


300 Montgomery Street 
San Francisco 4, California 


2911 Bond Street 
Everett, Washington 


116 South Rusk Street 
Kilgore, Texas 


121 S.W. First Street 
Beaverton, Oregon 


130 East Lime Avenue 
Monrovia, California 





MIDWEC BUILDING-OUT 
CAPACIT 
‘< Rege 


b yi See Zo Se iia 
Designed exclusively for the telephone industry— 
used and approved by leading telephone companies. 


Potting Materiai—Filled Epoxy Resin and Gal- 
vanized Iron Interior Shield. 
Cable Type—Standard Lead 
Optional, Polythylene 
Cable Conductor—22 Gauge 
Over-all Length Cable—12’ Standard or to Cus- 
tomer Specification 
Capacitance Tolerance—+ 5% Standard, Other Tol- 
erances Available on Request 
All Capacitance Values Available to 4th Decimal, 
from .001 to .100. 
Building-out capacitor stubs should be ordered on 
Supplies Requisition as follows: ‘‘M!DWEC Stub, 
Building-Out Capacitor, - pairs equipped, 
__£feet of cable, __mfd. capacitors, —toler- 
ance."’ 


SALES OFFICE: 
601 So. Jason Street Denver 23, Colorado 
Phone SH 4-0513—DDD 303 
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from the detonation or use of special 
weapons.” 

The new Office of Emergency Plan- 
ning will continue the telecommunica- 
tions coordinating functions of the 
OCDM and of the Inter-department 
Radio Advisory Committee (IRAC). 


Trans-Alaska Announces 
Two Additions to Staff 
The addition of two key employes, 


Harold Matthews Jr. and Douglas E. 


Colyer, to the staff of Trans-Alaska 
Telephone Co., Anchorage, was an- 
nounced on July 19 by the president, 
Thomas C. Harris. 


HAROLD MATTHEWS JR. 


D. E. COLYER 


Mr. Matthews joined Trans-Alaska 
as commercial manager. He was for- 
merly a communications engineer with 
the USAF Headquarters, Western 
GEEIA Region, Sacramento, Cal. His 
main endeavors in this capacity were in 
the field of commercial telephony for 
seven western states. 


Before that time, Mr. Matthews was 
employed for 13 years with the Pacific 
Telephone & Telegraph Co. in Cali- 
fornia and in the state of Washington. 

Mr. Colyer has lived in Alaska for 
the past 12 years. Previous to his join- 
ing Trans-Alaska as the general super- 
intendent of outside plant, he was 
associated with several other utility 
companies and related projects. 

In Alaska, Mr. Colyer has worked 
for the Bureau of Public Roads, Cop- 
per Valley Electric, Seldovia Light & 
Power, and for Morrison Knudsen. 

In announcing the appointments of 
these men, Mr. Harris said, “The staff 
is indeed fortunate to have the aid and 
assistance of these men behind them.” 


Utility Financing Up 77% 
In First Half of 1961 

Financing by the nation’s privately 
owned public utilities increased by 77 
per cent in the first six months of 1961, 
totaling $2,910,000,000, against $1,646,- 
000,000 in the like period of 1960, ac- 
cording to the financial consulting serv- 
ice of Ebasco Services, Inc., it was 
reported on July 19. 

Telephone utility financing amounted 
to $1,503,000,000 a 333 per cent in- 
crease over 1960’s first half figure of 
$347,000,000. 

Gas utility financing increased by 
185 million dollars to 590 million dol- 
lars. 

Meanwhile, electric utility financing 
decreased by 75 million dollars to 813 
million dollars. 

Common stock financing rose to an 
all-time January-June high of $1,312,- 
000,000, an increase of $1,020,000,000. 

Preferred stock offerings were up 41 
million dollars to 175 million dollars; 
and debt financing increased by 204 
million dollars to $1,423,000,000. 

The Ebasco study reveals that $2,- 
431,000,000, or 84 per cent of the total, 
represented new financing. Refundings 
amounted to 478 million dollars. 


Pass REA Funds Bill 


Both Houses of Congress have passed 
a Rural Electrification Administration 
appropriations bill which sets aside 
$162,500,000 for telephone loans, 30 
million dollars of which is to be a con- 
tingency fund. 


Biggest Isn’t Always Best 

“Subtlety will sometimes give safety, 
no less than strength; and minuteness 
has sometimes escaped where magni- 
tude would have been crushed. The lit- 
tle animal that kills the boa is formid- 
able chiefly from its insignificance 
which is incompressible by the folds of 
its antagonist.”—COLTON. 
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HARRIS-McBURNEY CO. 


PUBIC UTILITY CONSTRUCTION 
te construction service for the 


lephone industry 


Crews Designing 
tallers Appraisals & Reports 
C. O. Installation 


nderground Duct Sytems 
lephone ST 4-6126 


Jackson, Michigan 


COMPLETE DIRECTORY SERVICE 
SALES — PRODUCTION — PRINTING 
May we refer you to our 
satisfied customers? 
CARTER DIRECTORY COMPANY, INC. 


Associated with the Norton Daily Telegram 
Phone WA 7-3361 Norton, Kansas 





T. E. 1. Corp. 
CENTRAL OFFICE SERVICE 
Engineer—Install—Modify—Reutine 
All type C.0. Equip.—Carrier, 
Micro Wave, Key Systems 
corrected prints furnished with 
installations & modifications 
Contract or T. & E.—Used Equip. Available 
T. E.1. Corp. TW95895 2118 E. 30th St., Erie, Pa. 





CABLE CONSTRUCTION CO. 


1512 Center S?. Tacoma, Washingten 


ENGINEERING - CONSTRUCTION 
SPLICING - CABLE PLOWING 


CENTRAL OFFICE INSTALLATION 
World-Wide 


INSPECTION SERVICE 

“AT TIMBER TREATING PLANTS" 
Of poles, crossarms, and preservative treat- 
t- x. wood preservatives. Con- 


WILLIAMS g INSPECTION co., INC. 

MOBILE, ALABAMA 
New York ° “Si. Louls ° 

inspectors s' throughout te cus A. 








KILLOREN COMPANY 


Construction crews—lInstallers 
Cable Splicers 
30 years experience 


136 N. State St. Appleton, Wisconsin 
REgent 3-5549 





TUDOR AND YAGER, INC. 
Telephone Construction 


TIPTON, INDIANA 
Phone OSborne 5-2267 


AMCRECO: Poles, crossarms, 
lumber. Pressure treated; all 
standard specifications. Stocks 
maintained. 


AMERICAN CREOSOTING CORPORATION 


112 S. Sth St. Louisville 2, Ky. 


CREO & PENTA 

TREATED POLES 
"from the Nation's Largest Plant’ 
DIERKS FORESTS, INC. 


NA 3-7766 Hot Springs, Ark. 


B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 


Cascade Pole Co., P.O. Box 743, Ta- 
coma, Wash.—Creosoted Douglas Fir 
and Cedar Poles. 


Cc. M. Christiansen Co.— Northern 
White Cedar Poles, Pentachlorophenol 
treated. Plant and Yards, Phelps, Wis. 


Eppinger & Russell Co., 80—8th Av- 
enue, New York 11, N. Y.—Creosoted 
Poles and Cross Arms, Plants: Jackson- 
ville, Fla., Norfolk, Va., Eddington, Pa. 


International Creosoting and Construc- 
tion Co., Galveston, Texas—Creosoted 
Southern Yellow Pine Poles. Plants 
Beaumont and Texarkana, Texas, 


International Paper Co., Wood Pre- 
serving Division —926 Grand Avenue, 
Kansas City, Missouri—‘‘LONG-BELL” 
pressure-treated Southern Pine and 
Douglas Fir Poles—Creosote or Penta. 


Piedmont Wood Preserving Company 





NSTRUCT 
TILITY PLANT CONS] 


th Clork Street @ Su 
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Creosoted and Creosote-Penta Treated 
Pine Poles. Plant, Augusta, Georgia. 
Yards, Virginia, West Virginia and 
Connecticut. Address inquiries to Box 
1662, Spartanburg, S. C. 


Texas Creosoting Company—512 Main 
Street, Orange, Texas—Creosoted South- 
ern Yellow Pine and Douglas Fir Poles. 
Can also treat with ‘‘Penta.” 


EVERY MONTH 


LELAND MAST 
IRECT: ORY. COMPANY 


CABANISS-POGUE COMPANY 


Consulting Engineers 


Appraisals—Cos* and Rate Studies 
Financial Assistance 


GRANT BLDG., ATLANTA, GEORGIA 


CARL C. CRANE, INC. 


Consulting Engineers 
121 S. Pinckney St. Madison 1, Wis. 
Telephone Alpine 6-0247 


SLOAN, COOK & LOWE 
CONSULTING ENGINEERS 
Appraisals—Original Cost Studies 
Toll Separations—Plant, Traffic 
and Commercial Engineering 


176 West Adams St. 


Chicago 3, Ill Tel.: FRanklin 2-5924 





Professional Engineers - Contractors 
Central Office Installation 
Cable Splicers, Plant Crews, Installer Repairmen 


HENKELS & McCOY 


PHILADELPHIA 
1800 N. Johnson St., Elkhart, ind., Tel. CO 4-1121 


Electric Power and Communications 
Construction 


E. & C. CONTRACTING CO. 
Box 191 
Paoli, Indiana 
Phone 7821 








CABLE SPLICERS ¢ LINEMEN 
STATION INSTALLERS 


STEADY WORK, GOOD PAY 
MIDWEST LOCATION 


The Weikel Line Company, Inc. 
FORT WAYNE, IND. 





CLASSIFIED SECTION 


Rates 15 cents per word payable in advance. Minimum charge $3.00 for 20 words or less. 
Classified advertisements must reach us 8 days before publication date. 


POSITION WANTED 


ACCOUNTANT University Gradu- 
ate, 12 years experience all phases tele- 
phone accounting including rate case 
and separation study procedures. Write 
Box No. 4560 c/o TELEPHONY. 


HELP WANTED 


SWITCHMAN: Class A _ Independ- 
ent Company located in New York 
State. Submit résumé to Box No. 4562 
c/o TELEPHONY. All replies confiden- 
tial. Salary and benefits excellent. 





CENTRAL OFFICE SWITCHMAN, | 


experienced on A.E. step-by-step, North 
CX and Stromberg—XY desired. Reply 
to Box No. 4566 c/o TELEPHONY. 


AMBITIOUS MEN qualified as Sta- 
tion Installers, Equipment Installers, 
Cable Splicers, Linemen. Work in Mid. 
west. Harris-McBurney Company, Inc.. 
P.O. Box 267, Jackson, Mich. 





ENGINEERS—Chief Engineer, col- 
lege degree or equivalent, PE preferred, 
5-10 years experience; Plant Engineers, 
2 years college or equivalent, 2-5 years 
experience; C. Engineers, 2 years 
college or equivalent, knowledge of car- 
rier, micro-wave, step-by-step, crossbar, 
5 years experience; Traffic Engineers, 
2 years college, accounting desirable, 
5 years experience. Salaries commen- 
surate with qualifications, augmented 
by hospitalization, group life, vacations. 
Send résumé, salary requirements to 
Box 4561, TELEPHONY. 





knowledge of traffic and toll separation, | 


HELP WANTED 


ACCOUNTANT qualified to assume 
full responsibility as Accountant and 
Commercial Manager for Class A com- 
pany operating in Florida and Georgia. 

lease give full résumé and salary ex- 
pected in first letter. Write to Box No. 


| 4555 c/o TELEPHONY. 





ENGINEERS—TELECOMMUNICA- 
TIONS SYSTEMS 
Transmission; Propagation; Field Sur- 
veys, Applications Research, VHF, 


| UHF, MICROWAVE, SCATTER. 


Write: Employment Manager, Micro- 
wave Services, Inc., General Offices, 
U.S. Rt. 46 & Cisco Rd., Denville, N.J. 





INDEPENDENT COMPANY look- 
ing for all-around, well-trained Plant- 
man from lineman through combination 
man, plus COE maintenance repair. 
Write for application to Box No. 4565 


| ¢/o TELEPHONY. 





MANAGER for rapidly expanding 
Cooperative Rural Telephone System 
located Harlan, Iowa. Must have ad- 
ministrative ability to achieve and 
maintain efficient operations and de- 
velop sound expansion programs. Abil- 
ity to hire, train and direct personnel 


| in all phases of telephone operations. 


Technical, plant and commercial knowl- 
edge and experience desired. Perma- 


| nent position carrying substantial op- 
| portunity for qualified person. Replies 


confidential. Please write to George 
Knudsen, President, Route 2, Harlan, 
Iowa. 


SELECTOR SWITCHES 


240 Each 


Federal #SA-10344-A Selector Switches mounted 20 Per on 12 


#SA-60051-A Shelves with banks (Late type in very good 


condition) 
30 Each 


Automatic Electric #H-51223A (205179A) Selector Switch— 


PAX Restricted service (Late type in very good condition) 
TRUNK REPEATERS 


20 Each 
20 Each 


Automatic Electric H-61909 (858496A) Outgoing Pulse re- 
peaters for trunks of 3000 ohms or less (V 
Automatic Electric H-61653 (857577M) One-Way from Selec- 


ery good condition) 


tor Mult. 2-Way between Att. Cab. and Auto. or manual C.O. 


(Very good condition) 
20 Each 
New) 
10 Each 
24 pt. jacks (New) 


te Electric H-61724-1C (857782PZ) Trunk Repeaters 
Automatic Electric repeater shelves (10 Per) 51'/s" long with 


TERMINAL BLOCKS 


250 Each 


Width 3-7/16" (New) 


Automatic Electric #66686-A Terminal Blocks 3x25 Length 8" 


75 Each Automatic Electric #66843-A Terminal Blocks 3x20 Length 6" 


Width 3" (New) 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR ROAD 


COLUMBUS 21, OHIO 


(AREA CODE 614) 488-0655 





| 3 coils—1,000 ft. 





HELP WANTED 


ACCOUNTANT’S ASSISTANT: 
Send résumé of telephone Accounting 
experience with Class A Company, to- 
gether with expected salary, age, and 
family status to Manager, United Tele- 
phone Company, Monroe, Wis. 


RAPIDLY GROWING TELEPHONE 
CONTRACTING COMPANY needs key 
men in the following positions: Out- 
side Engineers; Inside Engineers—ex- 
perienced in traffic studies; Construc- 
tion Supt.—REA, Aerial and Buried 
Plant; Linemen; Splicers; Station In- 
stallers; Equipment Installers. Work 
in Midwest, must be willing to travel 
a five state area. Please submit ex- 
perience and salary requirement. Write 
to Box No. 4567 c/o TELEPHONY. 


WANTED TO BUY 
TELEPHONES—all types—any con- 





| dition, candlesticks, wall sets, etc. 


Write advising quantities available. 
Our trucks will pick up. Reply to Box 
No. 3952, c/o TELEPHONY. 





SMALL TELEPHONE EXCHANGE. 
Preference given areas with mild win- 
ter climate. All replies considered. 
Pertinent details first reply. P.O. Box 
232, Waynesville, Mo. 





WANTED ALL MAKES OLD 
TELEPHONES—our truck will pick 
7 and pay you Cash on the spot. Tele- 
phone Co., Turtle Lake, Wis. 


FOR SALE 
JEWELRY Suitable to create incen- 


| tive for merchandising programs, pro- 
| motional use banquets, conventions, etc. 
| Available, new phone, 
| 100,000 mile and Independent associa- 


yellow pages, 


tion insignia. R. H. Bucher, P. O. Box 


| 41, Lansdale, Pa. 





FOR SALE: K-5-19 decimonic Lorain 
Sub-cycle used only a very few months. 
Write to Farmers Independent Tele- 
phone Co., Grantsburg, Wis. 





5 REELS—4,000 ft. each—16 pr. 24-ga. 


Rural Distribution Wire 

13 coils—1,000 ft. each—2-conductor, 
16-gage Neoprene Jacketed Outside 
Distributing Wire 

4 coils—i,000 ft. each—2-conductor, 
22-gage IVORY Parallel Inside-Out- 
side Wire, plastic jacketed 

each—2-conductor, 
22-gage BROWN Parallel Inside-Out- 
side Wire, plastic jacketed 

85 Anchor Rods, Never-Creep, %” x 6’ 

105 Never-Creep Anchor Plates #622 
(6” x 22”) 

70 #8120 Kearney 8-inch 2-way malle- 
able iron expanding anchors 

PRICE: $2,000.00 for the lot. FOB 

Charlottesville, Va. Pankey Supply Co., 

Box 1070, Charlottesville, Va. Tele- 

phone #38-2115. 


TELEPHONY 





FUR SALE MANUAL SWITCHBOARD POSITIONS 


200 line Automatic Electric Terminal NEW—GOOD USED—REBUILT 


per line Switchboard complete in excel- 
lent condition with Kellogg Electronic 


ing Servi Magnet 
Synchromonie Ringing Machine, avail- Telephone Answering Service agneto Cordless 


able September 1, 1961. For further in- Converted WE. @55IB (using 7¢204C os aglaualaan ere p 


. ; B cae 
formation write Midway Telephone jacks—line & trunk) a 


60 line wired & equipped 
Company, Medford, Wis. 10 trunks wired & equipped C.O. Positions 


aaah We a 10 cord pairs—nylon cords W.E. #12—brand new—5 positions avail- 


ble. 
nBRAND NEW cooK xm pore || 19 smears ince ORES 
16 pair — unprotected, in W.E. 605, C.O. or PBX—new. 2 positions 
w/stubs—$6. 00 Ea. A.E. #80—DESK aaa ers) 15 cord circuits—! position no cord cir- 
SETS, dial, St. line, coiled cords. $16.00 Lh cuits. With 50 man. or auto. trunks. 
Ea. Limited supply—F.0.B. Chicago. Fire Reporting—Kellogg 


INDEPENDENT TELEPHONE RE- : : : A.E. C.0. Positions — — 17 univ. 
PAIR CO. 2137 West 2ist St. Chi. 100 line wired & equipped. 48 volt—oak ositions — new univ. cord 


cabinet. Unused—like new..........$650 | circuits. High type boards. Circuit on 
cago 8, Ill. 60-line—as above _.. .$450 | request. 
(Signal Corps SB 55) 


; A.E. Attendant: binets. M t i 
RDW BRACKETS — REFINISHED a Te ee ee 


J-8236 Pole Brackets........ .60 ea. PBX Kellogg K-100 A.E. Monotype #44 PBX. 100 line 
J-8235 Arm Brackets....... 1.00 ea. 100 line —15 cords—10 trunks—man. or | equipped—I0 cord circuits—I0 trunks— 


Prepaid in lots of 50 or mor dial. Unused, oak..................$450 . or dial. Very littl —tik = 
6 INCH THIMBLE EYE SCREW aaa ict =<... a 


ANCHORS Sam 
5 5 Sapeee ee 3.00 ea. PBX Kellogg—Cordless PBX W.E. #550-551 A & B 
Prepaid in lots of 24 or more. # 1007—12 line—5 trunks—I2 line relays | 10 to 200 lines. Rebuilt to your specs. or 
Telephone Equipment, Inc. —walnut. Unused—clean .... .$100 | thoroughly reconditioned. Oak or ma- 
Montrose, Mich. #2007—20 line—5 trunks with ‘dial & hogany cabinets. 
handset—oak. Like new... .. $200 | #551A—40 line, recond. ssp 


7 . a Parts for most boards 
MESSENGER STRAND 
Seven-Strand Galvanized Steel W.E. #506 B, 5xI2. . $100 let us quote— 
A.T.&T. and Utilities Standard Grade 


Special Prices, while stocks last: 
Ys inch, 2500 ft. reels @ $39/M ft. Telectric Co. 
vs inch, 2500 ft. reels @ $55/M ft. 


Write to 1218 Venice Blvd. Richmond 8-2249 Los Angeles 6, Calif. 


Electronic Laboratory Supply Co. 
nae i P \ leuses ] CONTACT 
Clear rigid plastic covers for | | Eg CLEANING TOOLS 


7208 Germantown Ave. 
Philadelphia, Pa. 
USED, SERVICE REPRESENTATIVE Tus | || two bank connector and se-| | NED SMM and reduce contact failure. 
FILES AND DESKS. One tub file and lectors. @ No residue; no filings; no grit; no dust; no film. 
two desks per unit, 45 units available; For samples and prices write: @ Economical—flexible—insulated. 


good condition, reasonably priced. WILSON PLASTICS, INC. athe tia — 


RAMSEY BUSINESS EQUIPMENT, INC. Box 8248 —S. Charleston, W. Va. —S._ 
Box +1354 GA 1-3738 Cincinnati, Ohic VEST POCKET TYPE 


NO. 3-316 * Withé Replaceable Blades 
" » « 4%" long x %” dia. 
3” long, ¥6"" wide x .007 Dielectric — plastic 
thick. Each tool in vinyl * handle and ca 
carrying case. Sample. CB.5 with 6 blades 114" 


TECHNICAL MANUALS CO. COMPRESSOR ELECTRIC STARTER — 


° $3. 
5010950 —24eeach. ° CB.54 with 6-.0035” thick 
Pm Throw the Rope Away! | wibecy irtia : GLANS Sk 
RADAR RADIO TELETYPE Buy a Da Valle Starter for N-318—Heavy duty type with greater contact burnish- 


i 010” thick and 3%” long. 
Naval & Ordnance Technical Manuals Your 3 R-36 Spot Air Compressor ing area. Blade is ¥4’’ wide, 
WRITE YOUR REQUIREMENTS P N-318—Standard package 50. 


We also buy manuals. Any subject, any quantity. WELDING SERVICE Co. Price 50 or more 


i} k f 10 ; 
1214 Erie Street, Utica 4, New York 85 Tully Road, San Jose, Calif. N-318S-10—Trial package o' 
Pp K. NEUSES, INC. Write for catalog 
511-19 N. Dwyer St. Arlington Heights, II!. 


Tel-Tronics Incorporated 
See coe cereteg weumatse || RELAYS, SWITCHES, 
MST SrORR GUARANTEED” BULBS, BATTERIES 


Y TYPE SYSTEM 


1959 soit Rercesarease” “|! TELEPHONES and PABX 


ALL SMALL COMPONENTS DELIVERY 


TELEPHONE CABLE FROM OUR OWN STOCKS 
404 pair, 19 gauge, ANKOSEAL type 775-P NEW TELEPHONE 


ith PVC jacket. 
Reels 1045" 1045" and 1040’ n/c. INSTRUMENT CO., INC. UTILITY TOOL ? 


Bargain Price—will cut to length. Telephone Equipment for Every Purpose & BODY CO. 
SIERRA-WESTERN ELECTRIC = co. 53 WOCDBINE ST., BERGENFIELD, N. J. 
Oakland 20, Californie 2.3827 : CLINTONVILLE, WISCONSIN * 
| DUmont 4-4311—4314 Cables Newtel Bergenfield, N. J. 
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It all adds up to savings . . . in time, money 
and maintenance. Simplicity, reliability and 
flexibility all combine to widen your profit 
margins. 

Rapid (360 contacts per second) elec- 
trically driven and stopped switches 
provide reduced microphonics through 
negligible vibration and the absence of 
ratchet-driven parts. 

Lowest contact resistance is attained by 
employing precious metal talking paths 
and twin-wiper contacts for maximum 
dependability. 

Solderless multiples cut soldering re- 
quirements by 90%, reduce the need for 
grading and level hunting switches and 
make regrading simple. 

Maintenance is minimized by the wide 
dial speed variations possible with the Sys- 
tem and the 100% interchangeability of 
the. motorswitches, which can serve you as 
linefinders, selectors or connectors. 

Acquaint yourself today with the advan- 
tages the USI Motorswitch System can 
bring you. Just call us at Charlottesville 
3-5153. Your written inquiry will receive 
prompt attention too! 


UNITED STATES INSTRUMENT CORPORATION 
CORP), ee 


CHARLOTTESVILLE, VIRGINIA 
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fic opress 


“The Tool 
and the 


Sleeve 


that are made to work togethei 


together 
they make the 
6 perfect splice 
Sp 


5100 SUPERIOR AVENUE © CLEVELAND 3, OHIO 
Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 
Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 


° 
Nicopress is the Registered Trade Mark of The National Telephone Supply Company 
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